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Ambassador 


FOR INCREASED EFFICIENCY 





The “Officer” —Leader’s finest fluorescent fix- 
ture for all commercial interiors where beauty 
of appearance is as necessary as lighting effi- 
ciency. Available for 2, 3 or 4 40-watt lamps, 
also for Slimline lamps in lengths from 48” 
to 96”. (VL-240, VL-340, VL-440; NHC-280, 
NHC-.380, NHC-480) 


10-240 


The “Stratoliner” — Highly efficient, heavy- 
duty, all-steel industrial fixture. Removable 
end caps and turret-type sockets for easy serv- 
icing. Open and closed end models for 2 or 3 
40-watt or 2 100-watt lamps. (1U0-240, IUO- 
340, TUO-2-100) 


Sold and installed by the better 


electrical dealers and contractors. 
YM eve Nal Lighting Cyugoment Maruyaciian 





LEADER ELECTRIC COMPANY © 3500 NORTH KEDZIE AVENUE © CHICAGO 18, ILLINOIS 
leader Electric—Western © 800 One Hundredth Avenue © Oakland 2, California 
Campbell-lLeader, Lid. © Brantford, Ontario, Canada 





SUREST protection at LOWEST cost 
... and CONSERVES /recious E1088 and Cather 


Your first investment in a metal-conserving “ECONOMY DELAY” Renew- 
able Fuse is reasonable—and you save a lot of money every 
time you have a “blow”. Because you simply remove the blown 
link and replace it with a new, inexpensive "ECONOMY DE-LAY” 
Renewal Link in the same cartridge. 

This restores the fuse to its original efficiency, at a cost of only 
a few cents for each “blow”. 

You can’t buy any other type of fuse protection that “serves” 
you so well, and costs se little. 

Your Electrical Wholesaler has -economy pe-.ay” Renewable Fuses 
and Renewal Links in stock. 


Ask for the economy Catalog and Price List. 


© Reg. U. S. Pat. Office 


“2 5398 EW 


me 


ECONOMY FUSE AND MFG. CO., 2717 cretnview ave, cuicnco 14, 1LLinois xersssexrarves, 


ELECTRICAL WHOLESALERS—Don't “blow” your profits on fuse sales. 
Make sure now that you have on ample stock of all sizes to meet the 
demond for “ECONOMY DE-LAY” Renewable Fuses and Renewable Links. 
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LIGHTING, INC. 


revolutionary [URTIS LIGHT ANDJSOUND CON- 
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NEW FRACTIONAL H.P MANUAL STARTER 


HAS ACE THE FEATURES! 


DESIGN LEADERSHIP 
IN THESE FEATURES: 










































oy Quick-make, quick-break contact mechanism 
v/ Single or double pole construction 

ov Double break contacts of fine silver 

vo Modern styling 


ov Straight-through wiring with convenient 
terminals—generous wire space 


JJ 


/ Dependable melting alloy type 
overload protection —trip-free 


of Definite trip indication 


/ Interchangeable overload relay units 
accessible from the front 





right: 
Class 2510 
Basic Starter Mechanism 


oY Open type starter can be used with 
standard switch box and flushplate 





ame = wie 


RATINGS 


Double pole 
1 4P., 115- 
230 volts 
ALC. of 0. 


Single pole 
1 HP, 115- 
230 volts A.C 
and % #.P.. 
115-230 
volts D.C. 





Water - tight and 
dust-tight 
enclosure 





Flush mounting. Basic starter 
mechanism can be used with 
standard switchbox and flush 
plate — or with flush plate only 
for machine tool cavity mounting 


Explosion-resisting 
enciosure. For hazard- 
ous locations — Class | 
Group D and Class I! 
Groups E, F and G. 


Water-tight and dust-tight 
with pilot hght 


General purpose 
enclosure — with or 
without pilot light 



































aukee 12, Wisconsin. 


Write tor Bulletin 2510A. Address Square D Company, 4041 N. Richards St., Milw 





























SQUARE D COMPANY CANADA LTD., TORONTO + SQUARE D de MEXICO, S.A., MEXICO CITY, D. F. 
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New wattage markings make 
G-E lamps easier to buy! 


OLD MARKING NEW MARKING 











OW lamp bulb users have still another rea- The result of many months of study and experimen- 

son for preferring General Electric lamps. tation, this improvement in G-E wattage markings 

It’s General Electric’s new wattage markings that is... like the development of the General Electric 
make it easy for customers to tell the size of the 4-lamp package... another step towards making 
bulb at a glance. The photos above show the big —_G-E lamps easier for the consumer to buy. It’s one 
difference between the old markings and the new. more reason why it pays to handle General Electric. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Adequate power and light is vital, not only to 
hospitals and other institutions, but to modern 
industry. That’s why @ products are being 
installed in more and more institutions and 
industrial plants. 


Architects, engineers, contractors, builders 
and industrialists know from years of practical 
experience that @ is a symbol of quality — that 
its power and light distribution systems, and 
other products are safe, dependable, efficient, 
and economical . . . and will provide years of 
trouble-free service. 


The next time you are confronted with a 
power and light control problem, you'll find 
your @ Representative most cooperative in 
helping you and your contractor customer work 
out details. Either contact him (he’s listed in 
Sweet's) or write to us for complete information. 





June, 


Installation 


Baskerville & Son 


amuel Hannerford & Sons 


i 


eff} 


93h 


Shutibrak Switchboard which has 


for main 
30 to amperes, 250 
or DC and 600 volts AC 2,3 
types. 


Frank e€dam Electric Co. 


F, O. BOX 357 


ST. LOUIS 3, MO. 


Makers of BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE 
EQUIPMENT + SAFETY SWITCHES * LOAD CENTERS + QUIKHETER 


Our 60th Year 
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Every place YOU loo 


new prospects are springing up 
for T & B Fittings 


Your entire market is changing! As government con- 
tracts increase, you'll be finding good new customers 
in odd places . . . a toy maker switched to radar com- 
ponents .. . a car repair shop turning out ignition 
harnesses . . . a jewelry manufacturer suddenly in the 


precision instrument field. 


AND THEY NEED YOUR HELP! 
... help in selecting and buying electrical supplies . . . either 
standard T & B items . . . or new improved products like the 
amazing T & B Self-Insulated Sta-Kon Terminals. For 
instance, these new prospects will appreciate your telling 
‘em how the new Sta-Kons can’t short even on closely spaced 
studs... how they withstand impact, deformation, high 
temperature, even the action of gasoline, naphtha, hydraulic 
fluids and other destructive chemicals. , 
T & B standard or special material can be the door opener to 
profitable new accounts for you. You know 
we won't compete with you, so talk ’em up on your calls. 
We're backing you up with a big educational 
campaign, to the management, technical 
and design people in leading industrial plants 


who are your new prospective customers. 





ww mosners con POWERFUL T & B ADVERTISING 
is telling them about NEW T & B SELF-INSULATED STA-KONS (( B 
Ua) 


BIG, BIG ADS—Full page, 2 color ads every PUBLICITY—Lots of it—in the publications 

month in leading business papers your cus- your new prospects will be reading | ENGINEERED 
tomers are reading. DEMONSTRATION KITS— yours for the asking 

DIRECT MAIL — Letters, folders, data sheets —to dramatize and sell the unique advantages 

—to the people you must reach. of the new Sta-Kon. 

(and this whole campaign will stress the T & B plan—that T & B fittings are distributed 100% 

thru you—the electrical wholesaler!) 
if you haven't already done so, call on your local T & 8 representative for complete details on this 
program, including the services of our Field Design Engineers. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butier Street 
Elizabeth 1, New Jersey 
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KITCHEN 
LIT? 


CTTCHEN 
LIT 


HEN 


KITCHEN 
tuk Lil 


E 
KITCHEN 
LITE 


rCHEN KITCHEN 
iv} LIT? 


Don’t miss this brilliant sales item .. . a 150- 
watt bulb in regular 100-watt size. Fits all 
standard (medium base) fixtures. Etched 
“Kitchen Lite” for easy identification. 


This new Sylvania light bulb gives kitchens, 
playrooms, work-rooms, and garages extra 
light . . . gives dealers extra sales. 


So, make certain all your customers know 


. SYLVANTA 


about this brighter bulb. . . 
goodwill everywhere. 





a sure winner of 


Backed by powerful promotion 
To help assure fast sales of the new Kitchen 
Lite, dealers and utilities get FREE, colorful 
counter cards .. . store and window streamers 
. .. newspaper ad mats, too. The coupon brings 
you full information. Mail it today. 


Sylvanio Electric Products Inc. 
Dept. L-7006, 1740 Broadway 
New York 19, N.Y. 


Sylvania Kitchen Lite sales promotion. 
Name 


Street 


Please send me full information about the 


KLECTRIC 


LIGHT BULBS; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; RADIO TUBES; TELEVISION PICTURE TUBES: ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT: PHOTOLAMPS: TELEVISION SETS 
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HOW 10 MAKE 
-AND SAVE 
MONLY 


on joad centers 


The new TRUMBULLITE Load Cente 





is a money-maker because your custom- 
ers will prefer it to all others. 
It’s the first load center with high- 


priced industrial panelboard features at 


load center prices. | jy 


And it’s a money-saver because you 

. QUICK-IN, SURE-IN BREAKERS are only one feature of TRUMBULLITE 
Load Centers. They are the first plug-in quick-make, quick-break break- 
ers ever used in a load center, Other features: mounting of interior by 
compression springs saves time, allows lining up of fronts regardless of 
uneven box installation; breakers are physically interchangeable; 12 
through 20-circuits designed for sequence phasing. 


don't have to tie up much money in in- 
ventory. With TRUMBULLITE, you ean 





maintain ¢ omplete inventory at an invest- 


ment much less than ever before possible. 


LESS STOCK NEEDED because of 


unique packaging. One- and two-cir 
cuit load centers are individually car 
toned. Larger units are readied for 
shipment in three easy steps. First is 


shown above—opening carton 


TWO BREAKERS PACKED along with enclosure 
and interior. Sufficient space is left to include a 
front and additional breakers. The fronts and ad 
ditional breakers are individually packaged and 
stocked separately to suit individual customer's re 
quirement 


CARTON IS RESEALED for shipment 
Thus the distributor is not required to 
invest in an assembled assortment of 
circuit-breaker combinations. He can 
fill any order from minimum stock by 
inserting the right front and breakers. 


Write for new bulletin TEB-12 on TRUMBULLITE Load Centers 


TRUMBULL 


PLAINVILLE, CONN. 


ELECTRIC 





od Connections — 
WITH W - A V ‘ R 


CAST BRONZE 
GROUND CLAMPS 


2 
v 


TYPE No. JP 


sLOOPRR beeen Tet eetetty 


TYPE No. J 


ae 
— 
_— 
— 
as 
_ 
—_ 
— 
om 
a 
— 
= 
—_ 
a 
a 
a 
-_- 


* GREATER STRENGTH 

* GREATER CONDUCTIVITY 

* POSITIVE BONDING For bonding copper 

* NON-CORROSIVE wire to water pipe 
or ground rod. 

* PERMANENT 


* EASY TO INSTALL 


peeeneoene 


TYPE No. JA 


ieent eager 


>= 
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A NEW IDEA FOR BETTER LIGHTING IN FACTORIES 


White INSIDE and OUTSIDE . 300° Permalux or PORCELAIN ENAMEL! ‘ give improved brightness ratios 

e take the gloom off the ceiling 

\ 

° eliminate deep shadows and strong contrasts 


\ ) 
( @ easy td clean—even in coal mines 
t | 


\\ 
\ 





LIGHTING 


THE EDWIN F. GUTH COMPANY ST. LOUIS 3, MISSOURI 





s ( 


GUTH WYTE-LINERS 


in 2 and 3 40-watt light units, for 
4-and 8-ft. Slimline in 4-and 8-ft. 
lengths. 


GUTH WYTE-LINERS 


are now in production and will be 


available soon. 


Our 16-page catalog gives you all 
details. Just fill out this coupon and 


- 


mail to us. No obligation. 


Lighting for production 
to improve precision vision 


Avoids gloomy, depressing ceilings with irritating, strong 
light and shadow contrast. Wyte-Liners spread 
brightness, cheerfulness, create better seeing and better 


working conditions. 


AIRFLOW VENTILATION ‘aL : : 
‘ee 


provides natural air circulation along entire 





channel to increase ‘ballast life and efficiency. 


EASY INSTALLATION 


wide choice of mounting 
methods... continuous or | 
individual 

© sliding hangers 

® telescope channels 
interchangeable parts save space,. 
time and money, easy to install 


Game FIXTURE 

Cc BANE 
SECT 

t. 


one of many mounting possibilities: alternate — 
and blank space with covered, continuous wire way | 


' 


THE EDWIN F. GUTH COMPANY 
2615 Washington Avenue, St. Louis 3, Missouri 


Please send me FREE your catalog 48-G 


(please print plainly) 


NAME 





TITLE 





COMPANY 


STREET 





CITY 








the Circuit Breaker that 


has a special advantage 
WM 


Vere tl:e 


ATININAS 





IT CARRIES FULL LOAD 
REGARDLESS OF TEMPERATURE 


Circuit protection is provided entirely by magnetic 
action. Because Murray Circuit Breakers are fully mag- 
netic, they trip only on short-circuits and dangerous over- 
loads. They always carry the full load, regardless of 


temperature. They never need ‘derating.” 


WM 47, 


Vhwre tlt HOT = 


TINS 


An Infra-Red Baking Tunnel An Electric Brazing Furnace 


Murray Circuit Breakers are ideal under all conditions and especially where it’s hot. In every 
plant and power company there are places where a Murray Magnetic Circuit Breaker is a must 
boiler rooms, furnace rooms and near Infra-Red Banks, induction Heating Coils, Annealing 
Furnaces, Soldering Pots, Baking Ovens and Tunnels, Radiant Heaters, Convection Heaters, Drying 
Chambers, Brazing Furnaces. If your customers have these, or any similar conditions, make sure 


their protective equipment will carry full load at all times—Sell them Murray Fully Magnetic 


IF YOU WANT TO INSTALL THE BEST... specify Wuwuay 


MURRAY MANUFACTURING CORPORATION 
1250 ATLANTIC AVENUE * BROOKLYN 16, NEW YORK 


Circuit Breakers. 


Service Entrance & Meter Eq pn t Magnetic Circuit Breakers - Switches 


Current Limiti . »act Crows'‘nest Aerial Ladders 
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there may be a better lighting system— 
but it hasn’t been discovered yet! 





@ still America’s MOL Commercial Lighting 


REG U S PAT OFFICE SR 



































from everyone’s 
viewpoint... 


more 
light! 


Yes, MITCHELL MODULE is still unequalled for effective light & : 
output, unequalled because inch for inch it delivers more light ?, architect 
per operating dollar than any other louvered commercial 

fixture. MODULE’S exclusive Polystyrene plastic louver passes 

20% MORE LIGHT than conventional metal louvers—saves 

more lighting dollars in every installation. 


oN? 


... mitchell module is 
today’s top lighting buy 


See the proof! Get your copy 
of “MODULE IN ACTION” showing 
ectual installations. Here are sell- 
ing ideas unlimited for lighting 


. ° . salesmen, contractors, architects 
And MITCHELL MODULE is stil/ the only lighting system that and utility representatives. Write 


custom-fits any installation with standard low-cost units. With for your free copy today. 
just 4 simple, inexpensive “building blocks of light,”” MopULE 
creates unlimited custom-fitting lighting patterns. Because 
MODULE units fit together simply (both mechanically and 
electrically) patterns can be rearranged to meet changing 
needs —at minimum cost 


Peeseeeeeesesesrress 


MITCHELL MFG. CO. 
2525 N. Clybourn Avenue + Chicago 14, lilinois 


Send tree MODULE IN ACTION brochure 


MODULE’s styling is enduring; stays beautiful, new. No ordinary 
fixtures can match mopULE—stil/ the only lighting system that 
delivers 20% more light and custom-fits any commercial interior at 
lowest operating cost. 


only MITCHELL makes MODULE 
MITCHELL MANUFACTURING COMPANY 


2525 N. Clybourn Avenve « Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Lid., 11-25 Davies Avenve, Toronto 


Firm 








City. Zone. Stote 





Attenti 
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- MAXIMUM PROTECTION AND LONG LIFE - 


07 5 1 104 8) 


IMPERIAL NEOPRENE 


TYPE W-600 ‘vout CABLE 
For use with <7 duty, portable equipment 


For supplying pease tor 


= CRESCENT , 
ZY WIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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DUTCH BRAND'S WELL-KNOWN REPUTATION FOR QUALITY ELECTRICAL TAPES 


CREATES CUSTOMER DEMAND FOR DUTCH BRAND P LAST x 


em KKK KKK KKK KKK 








for himifed Sbace 
/ / 





DUTCH BRAND B&ASTLX has high dielectric strength | 
for use where space is limited. Thin and strong, it has extra 
stretch needed to conform readily to irregular surfaces. It is oil, 
grease and weather proof. It is available in two thicknesses: The 
regular .007” and the heavy duty .010” thickness. The .010 
PLASTIX electrical tape being slightly thicker, is for 
winding heavy cables or electrical harness and for use with 
power driven taping machines. 

For complete satisfaction, order DUTCH BRAND BLASTEX 
electrical tape by trade name. . . specifying either the 
regular .007” thickness or the heavy duty .010 PLASTEX, 


Regular PLASTIX Features 
These Many Outstanding Qualities 


Tears Readily .. . Conforms te irregular _is limited, a single thickness resists 8000 
Surfoces . . . Resists Weather (rain and voits which is greater than 1000 volts 
rough weather do not offect it)... Re- per mil of thickness . . . Excellent Ad- 
sists Oils, Acids, Alkalies, Corrosion . . . hesion . . . Tensile Strength (has ample 
High Dielectric Resistance, where space strength for all types of applications). 


\ tch B My. 010 PLAST! 

ine u vand tig ELECTRICAL TAPE 
CHARACTERISTICS 

All general charac- 

teristics ore the same 

as above except 

-010 PLASTIX is 

heavier gouge for 
heavy-duty work. 

Thickness .010" A 

singlethicknessre- 

sists 10,000 volts 


PLASTIX is one of : 
the DUTCH BRAND WANT @eaa0 BROS. ie 


Trio of electrical tapes oS ee 


CHICAGO 19, U.S.A 
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GUARANTEE 


Wy, QUALITY ELECTRICAL 
Jaa x 


ACCURATE 
FRICTION TAPES 





Quality made of highest 
grade rubber and finest cotton 
base. Affords maximum me- 
chanical protection. Avoilabie 
in Stonderd and A.S.T.M.- 
Specification grades. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
qualities; made in both Stand- 
ord and A.S.T.M.-A.A,R. 
grades. 


ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR WHOLESALERS 


Sell more rubber tape by pointing out 

Accurate’s ability to cohere perfectly with- 

4 out heat or extra pressure. Remember more 
tape sales mean more store traffic — greater Thin caliper reduces bulk in 
profits from all your electrical lines! ae On tee ane 
tric strength. Recommended 


for use wherever plastic tape 
is practico! 
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To make the wiring as good as the machine 


5E fg iT) TE FLEXIBLE CONDUIT 


{ Milling Machine doing several 


h ene 


For sure protection of machine wiring, run it in Sealtite* 
Flexible Conduit. Sealtite— with a liquid-tight synthetic 
jacket over strong, flexible galvanized steel tubing — can 
resist impact, abrasion, oil, water, steam, chemicals, etc. 
Its flexibility simplifies connections, especially where small 
or infrequent movements are involved. 

Sealtite comes in long random lengths, is easily cut and 


1utomobile engine blocks 
tite Flexible Conduit 


protects 


zize the 


assembled on the job. It uses standard rigid conduit fittings. 
Bulletin C-188 will tell you how Sealtite’s flexibility can 
solve many wiring problems, will show you why so many 
of your customers can use Sealtite. Send for it now. The 
American Brass Company, American Metal Hose Branch, 
Waterbury 20, Connecticut. In Canada: The Canadian 
Fairbanks-Morse Company, Ltd. n1223 


for flexible, liquid-tight electrical conduit... specity 


4) é. iT) ré AN ANACONDA’ Propucr 
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TODAY'S ADS REACH 
TOMORROW'S BUYERS... 


Ads like these help cultivate tomorrow's 
buyer. Each one contains a message about 
the fine qualities of Central Conduit. All 
of them invite buyers to keep in touch 
with you. In this way a strong, future 
market is assured for Central Conduit 
Distributors. 











for speedy make-up... 


chowwe youn amdatt fame Canteals Big 4 
Wiring jobs go together fast when the conduit is Central. Uniform quality from bundle to bundle 
assures uniform, predictable cutting, bending, and fitting-up. 

For any wiring job, choose the most suitable, most economical conduit from Central's big 4... 
“Cenlaco” with hot-dipped galvanized finish inside and out, “Central White” with electrogal- 
vanized zinc outside and black enamel inside, "Central Black" with durable black enamel inside 
and out, or “Central EMT”, a sturdy, lightweight steel conduit that's electrogalvanized outside, 
black enameled inside. 

All Central Conduit is approved by Underwriters’ Laboratories and the National Electrical Code. 
It is easy to cut, bend, and run, easy to fish through . . . and is the result of Spang's 111 years 
of tubular manufacturing experience. 


Your supply house may have difficulty meeting the huge demand for Central Conduit . . . but 
they are earnestly trying to fill orders fairly, and as quickly as possible. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: (Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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Twenty miles of Visualier fixtures in six months... afd still d 
sales curve climbs like a rocket as more educators, architects, en- Only the Visualier sete series pepe 
D4 . . tH letAi 7 ‘ 7 4 
gineers and contractors hop on the Visualier bandwagon. Across the = 50-50 light ener a 
country, the unique characteristics of Visualier, unmatched by any iformly low brigh of all fixeure 
her lighti fi c: in liehei | surfaces . . . better, brighter lighting 
other lighting fixture, are sparking a boom in lighting sales. They for easier. more comfortable seeing. 
can do as much for you. Write us or call the GARCY representative Available in 4 ft. and 8 ft, al 
. f limline — 2 lam 
near you for complete details. _ . 











’ GARDEN CITY PLATING & MFG. CO. 


CARLY 1740 N. Ashland Ave. - Chicago 22, III. 
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AIR 
COOLED 


industrial type in 
sizes from 1/10 
KVA to 100 KVA, 
Primary voltages 
of 240/480/600 
and 2400 volts. 
Supplied in Class 
A and Class B 
insulation designs. 
For indoor and 
outdoor installa- 
tions. Write for Bulletin. 





VOLTAGE 
STABILIZER 


An automatic voltage stabilizer to main- 
tain a constant potential at all times. 
Practically instantaneous response to vol- 
tage fluctuation. No moving parts — no 
adjustments. Quiet in operation. Engin- 
eered for dependable performance. 


Designed to permit operation of standard 115 
volt, 50/60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 to 2000 watts. 


FLUORESCENT 
LAMP BALLASTS 


For standard, quick-start, slim-line and cold 
cathode tubes. Made to provide high per- 
formance, quiet, long life service. Write for 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

@ high or low voltage condition to the nor- 
mal voltage required by the electrically 
operated equipment. Available in sizes from 
150 w. to 10 KVA. Write for Bul. VA 180. 


SIGNALING 
TRANSFORMERS 


For use wherever a de- 
pendable low-voltage 
power supply is required 
for the operation of alter- 
nating current devices, such 
as bells, gongs, horns, 
sirens, signaling systems, 
annunciators, relays and 
control systems, requiring 
secondary output of 4, &, 
12, 16, 20 or 24 volts. 
Available in capacities 
from 50 VA to 750 VA. 
Ask for Bulletin J-170. 


Bulletin FL 179. 


THésé SIX 


TRANSFORMERS HAVE... 


ee ONLIMITED SALES 
OPPORTUNITIES 


You can serve your customers better by supplying them with 
many of these transformer specialties. The ever increasing trend 
to distribute power at high voltage and transform it to a lower 
voltage at points of use has created many opportunities to sell 
Acme Air Cooled Power Transformers to industrial plants and 
commercial buildings. Operating electrical office machines, small 
factory tools and appliances from a power line is solved by 
installing Stepdown Transformers. In plants, offices, stores, 
when voltage fluctuations affect the performance of electrical 
equipment or lighting installations, there are opportunities to 
sell the manually controlled Voltage Adjustor or the Automatic 
Voltage Stabilizer. Supplying Acme Electric fluorescent lamp 
ballasts to replace overloaded or under capacity ballasts is a 
market that should not be overlooked. And when you sell an 
Acme Electric signaling transformer you've sold a heavy duty, 
quality product that will perform properly. 


Aemeati=Fleetric 
Lf AR A nN 5 F oO RM E 2 








Acme also manufactures: 

OIL BURNER IGNITION TRANSFORMERS 
CONTROL TRANSFORMERS 

LUMINOUS TUBE TRANSFORMERS 
RADIO AND TELEVISION TRANSFORMERS 
ELECTRONIC TRANSFORMERS 

BELL RINGING AND CHIME TRANSFORMERS 
INSULATION BREAKDOWN TESTERS 
VOLTROL REGULATING TRANSFORMERS 
SIGN LIGHTING TRANSFORMERS 
CAPACITOR TRANSFORMERS 

SAFETY INSPECTION TRANSFORMERS 


OOOOOO00000 


L 


9 








ACME ELECTRIC CORPORATION 


676 WATER ST. e 


CUBA, N. Y. 
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",.....must meet Federal Specifications." 


Requisitions today are specific. With the Defense Program gaining 
momentum there is no place for substitutes. 


Fittings by CONDUIT of COLUMBUS conform to every requirement 
of the Federal Specifications Board. In addition, they are made to 
the exacting specifications of the Underwriters’ Laboratories. They 
are the finest made. 


We are prepared to expedite Priority Orders. 


Packaged in conven- 
ient quantities with 
each carton displaying 
the U.L. Seal of Ac- 
ceptance. 





A & 


CONDUIT PIPE PRODUCTS CO., (7 

PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 

RUNNING THREAD + GOOSENECKS + WALL PLATES 
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nova Chyatal ” 
THE Original sinss-10P FUSE 


. and LEADER ever since! 


ROYAL-NOARK XevewndZ CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


... $0 easy to assemble! 


ROYAL-NOARK Aow-Kevewadle CARTRIDGE FUSES 
5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES © CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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CONDUIT FITTINGS 


DEFENSE JOBS USING KILLARK FITTINGS 


ABERDEEN PROVING GROUNDS 
ANDREWS AIR FORCE BASE 
ANNISTON ORDNANCE DEPOT 
ATERBURY AIR FIELD 

ATOMIC ENERGY COMMISSION 
BERNSTRON AIR FIELD 

BIKINI ATOLL ATOMIC 

BLUE GRASS ORDNANCE 

iL iele (as. Mae) ie wT}: 3 
CASCADE RADAR STATION 
DANA PROJECT 

elelticl Ye tiie t las 

ELGIN AIR FORCE BASE 

FORT CAMPBELL 

HERCULES POWDER PLANT 
HOLSTON DEFENSE CORP. 
KELLEY AIR FORCE BASE 
KINGSBURY ORDNANCE PLANT 


KIRKLAND AIR FORCE BASE 
LAKE CITY ARSENAL 
LOS ALAMOS ATOMIC PROJECT 
MILAN ARSENAL 
MONSANTO CHEMICAL CO 
OAK RIDGE ATOMIC PROJEX 
OGDEN ARSENAL 
RANDOLPH AIR FORCE BASE 
REDSTONE ARSENAL 
ROCKY MOUNTAIN ARSENA 

» SAVANNAH ORDNANCE DE? OT 
SCOTT AIR FORCE BASE 
SUNFLOWER ORDNANCE WORKS 
TINKER ARMY AIR FIELD 
TYNDALL AIR FORCE BASE 
VANCE AIR FORCE 
WESTERN CARTRIDGE 














“QUICK DELIVERY!" Important words these days— when 
a prompt supply source can be a national essential. 
Killark’s control of metal and ultra-modern production 
methods ore keyed to respond to your most urgent 
defense construction needs. 

STRATEGIC LOCATION. Central geographic position of 
our foundry and factory, PLUS 12 warehouses through 
the country, are your multiple assurance of quickly-filled 
orders and speedy shipments. 


4 


A 


KILLARK products offer individual advantages, too. 
They can’t RUST. Made of ALUMALLOY for greater 
malleability, and die-cast under 10,000 Ibs. pressure, 
they are 60% lighter than iron...are weatherproof 
clear through . . . non-corrosible . . . smooth satin-like fin- 
ish... precise clean-cut threads... safe, non-sparking, 


desirable for hazardous locations. 


The KILLARK CATALOG lists the COMPLETE LINE. 
Write for your copy. 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. 


BOSTON 156 Purchase St. 
SYRACUSE 216 Burnet Ave. 
PHILADELPHIA 121-123 Market St. 


ATLANTA 69 Mills Street N. W. 


COLUMBUS 2620 Welsford Rood 
CINCINNATI 49 Central Avenve 


SALES OFFICES and 
WAREHOUSE STOCKS 


SALES OFFICES 


PITTSBURGH 50 26th Street 
CHICAGG 564 West Adoms Street 
DENVER 814 Twelfth St. 
SEATTLE 4130 First Avenue South 


MINNEAPOLIS 924 Andrus Bidg. 
KANSAS CITY, MO. 
614 West 26th Street 


St. Louis 13, Missouri 


SAN FRANCISCO 140 Spear St. 
LOS ANGELES 412 Seaton Street 
DETROIT 8319 Mack Ave. 
DALLAS 1901 Griffin Street 


NEW YORK 
BALTIMORE 
401 Neti. Marine Bank Bidg. 


30 Irving Place 





BR OAUALIZE 


ON THAIS FAMOUS 
TRAOE MARN 


k ) 
CHAMPION 


... it has the “buy-appeal’”’ 
to attract customers... cus- 
tomers who demand quality 
... whose repeat business is 
always sure, steady and 
profitable. 


Ask your Distributor, 
or write direct to 


CHAMPION LAMP WORKS 


) CON IDATED ELECTRIC LAMI 
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FASTER TURNOVER 
GREATER PROFITS 


RAP 
gna \$" 


for rigid and thinwall conduit 


Exclusive self-holding feature saves time, 
eliminates fumbling and dropping, makes 
difficult installations easier .... makes 
Blackhawk SNAP-STRAPS easy to sell. 
Made of heavy gauge steel, zinc plated 
after fabrication. Wide range of sizes 


for rigid and thinwall conduit. 


immediate Delivery From Stock to 
Electrical Wholesalers Only 


Write for Free Catalog 


SNAP IT ON HOLDS IN POSITION BLACKHAWK 
HAS IT 


BLACKHAWK INDUSTRIES ovsvaue, iowa 
’ elbow Entrance Cable Fittings . Sill Plates . Box Supports . Conduit Entrance 


Caps . Staples . Connectors . Cable and Conduit Straps . Locknuts 
and Bushings . Wire Holders . Yard Lights . Fluorescent Brackets 





— — 7 a 
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? switcH IS ON... 





DOLLAR FOR DOLLAR... FEATURE FOR 
FEATURE... ADVANCE IS TODAY’S 


ONSIDER WHY! 


A COMPLETE LINE 
of 
FLUORESCENT BALLASTS 


America’s leading Fluorescen t fixture manu- 
facturers anxious to maintain their leadership 
and preference in a highly competitive field 
are switching to ADVANCE the Ballast that 

sures them design and performance su pe- 


, rugged dependability and econo 


CABLE ADDRESS: 
ADTRANS 


1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.AL 
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Meet specific pane 
needs faster with 


interchangeable C2.shmatics 


To add individual Pushmatics 
just place unit on mounting 
rib and push locking bar 
down. Connect wiring, re- 
store service and Pushmatic 
Electri-Center is ready for 
use! 


Add, remove or interchange any unit any time 


ard 


Gy 


~~ 


for any combination of types and ratings! 


EVER before has a panelboard offered the flexi- 
bility of BullDog Pushmatic Electri-Centers! 


Pushmatics are the same size, regardless of rat- 
ing or type, and are completely interchangeable. 
Any Pushmatic can be installed at any point on 
the mounting rib. Pushmatics can be added to 
the Electri-Center faster, more economically and 
with less confusion. 


Exclusive push-button 
switching, too! 


PUSH ... it’s on! PUSH... it’s off! 

PUSH ... it’s on again if circuit is 

broken by short or overload. Push- 

matic offers the simplest switching 

\ available anywhere. No complicated 
resetting to fuss with . . . no fuses to replace. 

And you can meet any load condition with these 

Pushmatics: Standard Thermal MAGNETIC and 

Thermal ULTRA-MAGNETIC, the latter available 

with or without BullDog’s exclusive AMBIENT 

COMPENSATING FEATURES. Ratings of 15, 20, 

30, 40 and 50 amperes, 1 pole, 120 V., or 2 poles, 

120-240 V., A.C. 
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Now investigate Pushmatic Electri-Centers . . .« 
the finest panelboards on the market. 


Handsome BullDog Push- 
matic Electri-Centers are 
available from 2 to 42 
circuits. Pictured: 8-cir- 
cuit Service Equipment 
Type. Plenty of wiring 
room even in smallest 
Electri-Centers for easier 
installation. 





BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


(8) BuitDoc 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
29 





alarm purposes...unsurpassed for volume of sound, ease 
of installation, long life and clean design. 


AUTH POWERBELS are made in gong diameter sizes of 4 inches, 6 
inches and 10 inches. They are supplied in vibrating and single stroke 
models, for alternating or direct current operation on voltages up to 250 
volts. All model sizes are equipped with interchangeable back plates and 
separable connection feature. They are designed to fit all mountings, and 
are gasket sealed against dust and moisture. 


AUTH POWERBELS represent the latest advances in bell design and 
provide the most complete line of heavy duty bells available today. 


MANUFACTURERS OF AUTH POWERBELS offer another striking example of the vast strides 
E] ical S ling, ‘ - 

pect a made by AUTH during its 58 years devoted to the manufacture of better 
Protective Equipment for 
Housing, Hospitals, 
Schools, Offices, Ships, 


and Industry. si NCE leg, Write now for FREE complete literature. 


signaling, communication and protection equipment. 


COMPLETE SYSTEMS ONE RESPONSIBILITY 


AUTH ELECTRIC COMPANY, INC. 


34-20 45th St., Long Island City 1, N.Y. 
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HIGHLY DIELECTRIC 


NON-RAVELING 


NON-LEAKING 


Security Tape has its selling points built in. Not 
just ordinary friction tape but a product engineered 
to fill exacting standards. Security has a power- 
ful grip, is extremely dielectric, and will not ravel. 
Its high tensile, straight-tearing fabric is free from 
pinholes. Security is ideal for electrical and general 
purpose jobs and dealers and contractors know it. 
Have you enough Security in stock? 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Type EFU—First and still finest Explosion-Proof 
Fluorescent Lighting Fixture. Available 
for two 40 Watt, 48” lomps or 


t= x308. 202 Saauateiine Sr Gheaets 
we e INO. 4, ’ ing Fixture—For railroad 
—e yords, steel mills, round 
houses—any industrial 
plant calling for a ruggediy 
built, high-mounted 
f 3 lighting fixture. 


BETTER LIGHT 
jor BIGGER 3 ) | 
PRODUCTION = 


rust-resisting iron and fin- 
ished with three coots of 
boked porcelain enamel. 
Sectionalized construction 
permits easy installation, 
convenient servicing. 


Stecklite—Provides 
perfect illumination for 
shelves and bins in 
stock rooms. 


Fewer rejections .. . greater safety .. . better employee relations... 
increased efficiency to meet defense demands—these are the immediate 
returns On an investment in good industrial lighting. 

Appleton Industrial Lighting Equipment is precision-designed to 
provide good light—the right light, without uncomfortable glare, troublesome 
contrast or shadow. Expert engineering, unequalled manufacturing 
facilities and nearly a halt century ot experience are combined in each 
Appleton fixture to provide maximum efficiency at minimum installation, 
service and operating expense. 

Appleton Lighting Fixtures are made to suit every industrial 
requirement —including hazardous locations— whether indoors or out. 
Sell the finest illuminating equipment—Sell Appleton—Standard for 
Better Lighting. 


APPLETON LIGHTING EQUIPMENT 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE . CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, SO Church St. » DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 Euclid Avenue * SAN FRANCISCO, 655 Minna St. ¢ ST. LOUIS, 227 
Frisco Bidg. ¢ LOS ANGELES, 100 N. Santa Fe Avenue ATLANTA, 724 Boulevard, N.E. « BIRMINGHAM, 429 Brown-Maorx Biig. © MINNEAPOLIS, 305 Fifth Se. S. 
PITTSBURGH, 414 Bessemer Bidg. « BALTIMORE, 100 East Pleasant, St. « BOSTON, 10 High Street « DENVER, 1921 Bicke Street « PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broodway « HOUSTON, 709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 
Resident Representatives: Binghamton, Dallas, ndionapolis, Kansas City, Orlando, Milwaukee, New Orleans , Seattle, Portiond, Ore. 
Export Ropresentatives: international Stondard Electric Corp., 67 Broad St, New York 4, N.Y. 





CONDUIT FITTINGS « LIGHTING EQUIPMENT - OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 
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AGENCIES SHAKE-UP e The end is not yet in sight but CMP authority has been 
transferred to NPA. It’s a toss-up whether DPA may be trimmed down in influence 
or merged with the NPA, and it’s not improbable that RFC’s Symington may get 
authority over expansion loans and amortization schedules pitched into his lap. 
And the end of that open-end CMP set-up may soon come, with some new allocation 
plan getting the nod for a trial run. 


PRICE TEETER-TOTTER @ ‘The Department of Agriculture is busy trying to figure 
out how high to set the price props for major farm crops. Not far away, across the 
Washington scene, the Office of Price Stabilization is trying hard to hold all prices 
down. If the heads of the two departments were to let a ride on a teeter-totter decide 
the issue, we bet on “Mike” DiSalle. He’s the heaviest, and then could let the law of 
supply and demand go back to work. 


DOOR-BELL PUSHER’S DEATH KNELL? @ The U. S. Supreme Court sustained by 
6-3 decision the right of the city of Alexandria, La., to make door-to-door selling 
a criminal offense unless the occupant of a private residence invites the sale. If 
many cities take that decision as a cue to pass similar ordinance, it’s going to make 
hard sledding for those itinerant merchandisers whose door-bell pushers swarm 
into a community and drain off its sales potentials—leaving rent and tax-paying 
local merchants mere crumbs of the market. And—it would be tough on magazines 
that get most of their subscriptions by door-to-door selling, particularly on those 
peddlers who use that old “I’m working my way through college” gag. 


“MOTHER HUBBARD” CASE BURIED e That anti-trust suit against 367 defend- 
ants in the oil field was considered anti-truster’s first attempt to prosecute an entire 
industry by “blanket” action, and if successful here, other industries were going 
to get the same dose. Evidently finding that they had bitten off more than could be 
chewed and after kicking it around for nearly eleven years the Justice Department 
now has announced dismissal of the suit and—by doing so, they practically cleared 
the deck for the Government’s case against a group of 7 West Coast oil companies, 
BECAUSE the defendants in the latter case had pending a petition before the U. S. 
Supreme Court, to restrain the Government from prosecuting their group, while 
the big suit was pending. Cutting down the opposition from 367 to 7 obviously 
improves the “percentage” for winning. 


COPPER CONUNDRUM e- Everybody knows we are short of copper. Many sizes 
of wire and cable are scarce or unobtainable. Important defense projects are de- 
layed because of that. Brass mills have had to shut down. No one knows how much 
copper the government is stockpiling, but, allotments of the metal to utilities and 
for civilian requirements are being cut right and left. 

Despite all that, OPS refuses to boost ceiling prices from 24%4 cents to 27% 
cents per pound, the latter being the price specified in the recent U. S.-Chile copper 
contract, and as quoted by foreign producers. O.P.S. says copper industry’s earn- 
ings are too high and if they need more copper than is available from domestic 
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sources they can buy 27% cents copper but must sell on the 24% cents basis and 
take the loss. 

Why not let the U. S. Treasury’s tax collectors take care of those “high earnings”, 
and open foreign sources of copper to copper-hungry fabricators. 


RFC GOLD FISH BOWL e ‘True to its promise, R.F.C.’s new captain, Stuart 
Symington, has issued his first “gold fish bow!” release and we bet that if Jesse 
Jones gets a look at it, he will wonder whether a lot of ciphers were left off the 
lean figures. That noble agency, inherited from the Hoover administration, was 
boosted during the hey-days of the Roosevelt administration into a fountain of 
gold that handled hundreds of million dollars in loans to the right people—mostly 
in big amounts—imagine it going into the wee-“small loan” business. 

The report lists a $4800 loan to buy a ditch-digger, an $18,000 wind-fall for a 
cafe owner to pay off old debts and supply new working capital, a paltry $1,000 
went for operating expenses to a little woodcraft concern. All together, 119 com- 
panies and individuals received $8,620,000 with all but 15 per cent of the loans for 
amounts under $100,000. Looks as if R.F.C. is going to play “Daddy” to small 
business—and build campaign material for 1952 elections. 


MANPOWER e@ May 1951 saw unemployment drop to the lowest total since World 
War II—1,600,000. This despite substantial lay-offs in the automotive and other 
consumer durables industries. In many large cities, good engineering talent and 
office workers are at a premium. 


COLOR TELEVISION e@ = Jhiat monopolies-smashing U. S. Supreme Court may not 
have realized that when it decided the FCC case on color television in favor of 
Columbia Broadcasting System it was in effect handing a potential monopoly to 
CBS. But the case is not dead for five important factors in the television field; 
Radio Corp., General Electric, Philco, DuMont and Hazeltine have combined 
their resources and wil] stage an assault on FCC’s citadel with a new composite 
system. CBS is squawking, but the fight will go on. 


RED TAPE IS THEIR MEAL TICKET @ The Senate Banking Committee recently 
found itself talking about all the paper work made necessary by the various gov- 
ernment control agencies, and its chairman, Senator Maybank is reported as having 
remarked that a large number of accountants and auditors left Government service 
to go into business for themselves. 


Well, those who left simply changed the source and size of their income but not 
the way they earn it and for every one that left at least 100 other Red Tape soldiers 
have been put on the government’s red-tape pay roll. 


OILY ERROR ee Evidently attempting—quite off-the-record—to pour some Ameri- 
can oil on the oil-troubled waters of Near-East international relations, President 
Truman wrote two personal letters: one to the Premier of Iran, Mohammed 
Mossadegh, the other to Prime Minister Attlee of Britain. Apparently Mr. Acheson’s 
Department of State had the responsibility of conveying each letter to the right 
person—BuT—the Mohammed’s letter was delivered to the mountain of British 
foreign policy—Attlee, the Mohammed got Attlee’s note, in which Mr. Truman re- 
ferred to the “explosive” situation in Iran. 

No one knows just how the change of heart came about but—after having ad- 
amantly refused to deal with Iran excepting through British government officials, 
the concessionaire, Anglo-Iranian Oil Co. in London, suddenly announced that a 
group of its officials would go to Mohammed. Now Washington wonders whether 
it was the American oil or the oily error that moved the mountain to go to Moham- 
med and—if the latter gets the credit, was it accident or an oily trick. 

Would Mr. Acheson know ? 


(Washington, D.C.—June 8, 1951) 
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Molleable Iron Fixture Body 


or % Hubs 


WITH MALLEABLE IRON BODIES 


100 WATT OR 150-200 WATT UNITS 


Neoprene Rubber 


Ring Attachmen 


Ine of Four 
Reflector Styles 
Baked Porcelain 


Enamel Finish 


Patent Applied For 
Exclusive Unit Assembly 
Globe 


(Receptacle Guard) 


MR. ELECTRICAL WHOLESALER Says: 


“Appleton V-51 Series Vapostight Fixtures 
answer my stock-keeping problems perfectly. 
The line's variety—p/us complete inter- 
_} changeability of parts—means | can meet 256 
different fixture requirements with only 
@ small investment in inventory!” 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢ Chicago 13, Ilinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santo Fe Ave. * ATLANTA, 724 Bevievord, N. E. * BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broodway * HOUSTON, 709 M. & M. Bidg. * HAVANA, Cube, Melecon No. 9. 
Resident Rep ti Bingh Dallas, indionopolis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portiand, Ore. 
ln ional Standerd Electric Corp., 67 Brood St, New York 4, N.Y. 








Export Rep i 


st] 
7 MR. PLANT ELECTRICIAN Says: “This V-51 


Fixture is a real work-saver! Re-lamping’s a cinch. One 
trip up the ladder to exchange Unit Assemblies and 
the job’s done! Cleans fast, too. I attach or remove 
reflectors with a twist of the wrist—thanks to 
V-S1's neoprene rubber ring attachment.” 


MR. PLANT OWNER Says: “Nothing 
beats this fixture for economical service and 
maintenance! My men can service it safely 
and quickly—wthout tools! Converts just as 
easily to high or low wattages. We're saving on 
lamps, too. V-51's shock-absorbing 
socket lets us use standard lamps instead 
of more expensive mill-type bulbs 





MR. ELECTRICAL CONTRACTOR Says: 


“These V-51 fixtures are tops when it comes to quick 
and easy wiring. The line's complete, too—gives 
me a pendant, ceiling or bracket type mounting 
for every kind of installation. Best of all, these 
fixtures are efficient and dependable. I know my 
mers are going to be satisfied with them.” 


| 
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VS 
Write for Bulletin 5-8 & "Fe, 
b 


: 


APPLETON 
ELECTRIC 
PRODUCTS 





SC nenene 











manufacturers for over 30 years 
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V FITTINGS FOR 

* rigid conduit 
* flexible steel conduit 
* grounding devices 


* metallic and non- 
* service entrance 
* lighting fixture fittings 


® qetaliic cable 
cable 


Sold Through Elsctrical Wholesalers 


representatives in principal cities 
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EVEN WHEN THE ROOF FALLS IN... 
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ELECTRUNITE DISTRIBUTOR 


Orders in the mail . . . over the phone .. . from your salesmen . . . you 
could deliver much more material, including E.M.T., than you can get... 


Yet it still pays to be an ELECTRUNITE E.M.T. distributor. Here’s why... 


EQUITABLE DISTRIBUTION ... you can be sure you are getting your 
fair and proper share of all the ELECTRUNITE E.M.T. we are able to 
produce within the limitations of the defense restrictions on steel. 


SOLD EXCLUSIVELY THROUGH DISTRIBUTORS .. . you and the other 
ELECTRUNITE distributors are the only channels through which 
ELECTRUNITE E.M.T. reaches the contractors. 


CONTRACTORS PREFER ELECTRUNITE E.M.T.... year after year, impar- 
tial surveys prove that contractors give ELECTRUNITE E.M.T. first 
preference over all other brands. 


EXCLUSIVE ELECTRUNITE FEATURES . . . only ELECTRUNITE E.M.T. gives 
contractors these money-saving features ...1NCH-MARKING helps accurate 
fabrication; INSIDE KNURLING makes fishing and wire pulling easier. 





REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 


steko ELECTRUNITE E.M.T. 





LIGHTWEIGHT THREADLESS RIGIDB STEEL RACEWAY 
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Cutler-Hammer Type D Safety Switches 
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Two things about the complete and comprehensive 
line of Cutler-Hammer Type D Safety Switches that 
impress electrical contractors and wholesalers most 
are the high quality of manufacture, and the depend- 
ability that keeps customers satisfied. These General 
Purpose Safety Switches that have ready acceptance 
for use with workshop tools, oil burners, stokers, 
laundry appliances, air conditioning and refrigera- 
tion units, feed grinders, compressors, etc., in homes, 
shops, farm and commercial buildings, and service 
entrance use, are built up to a standard of excellence, 
not down to a price. 

Some of the features that mean better performance 
on the job are: ‘‘Easy-tight’’ wire holes on terminals 
that provide quick, solderless connections; inorganic 
base that will not carbonize or disintegrate, and dis- 
sipates heat from fuse wattage, resulting in cooler 
operation; double faced contacts with wiping, self- 

= es cleaning action that insure cool, continued perform- 
Broad Range of Sizes, Types and Enclosures ance; single break action with no needless overload- 





ing of switch mechanism; sturdy shock-resistant 

cases; provision for padlocking in the off position; 

ample concentric knockouts; ample wiring space. 
When experienced electrical men want reliability, 

they insist on Cutler-Hammer Safety Switches, car- 

ried in stock by distributors everywhere. 
CUTLER-HAMMER, Inc..1327 St. Paul Avenue, 

Milwaukee 1. Wisconsin. 

- ree nm ‘ ee Te ——-. 
Type D 30 omps., 2 poles fusible, Type D 30 amps., 3 wire, 


for plug fuses. Single throw. solid neutral, for plug 
fuses. Single throw. 


For cartridge fuses . . . Type 


{ hd DO 30 amps., 3 poles, fusible. 
Raintight te oe | ! - 


Type D 30 amps., 3 wire, 
solid neutral, for plug fuses. 


wae 


Raintight for 
cortridge 
fuses 

Type D 





30 amps., j ( 4 Law e fe.” D-Puller Front operated—} 
3 wire, ¥ a . 4 Type D for cartridge 
solid D-Puller Front operated— Type D for For cartridge fuses . . . fuses, 60 amps., 
nevtral. , plug fuses, 30 omps., 2 poles. Type D 60 amps., 3 wire, 3 wire, solid nevtral, 

" . solid nevtral, fusible. 
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de sure 


You sEE THE CANVAS 
when you Gay INSULATED BUSHINGS 
SIZES 1'4'-6' 


Experience proves that conduit wiring 
jobs using conductors of No. 4 or larger 
require insulated bushings of maxi- 
mum strength. 


Union's Canvas impregnated Insulated 
Bushings are molded in generous pro- 
portions of the highest strength Bakelite. 


The canvas cloth evident on the surface 
is your guarantee of maximum strength. 
Insist on bushings with the “canvas” in 
full view and insure the most trouble- 
free, safe wiring jobs. 


waliOw 4 
- & 
| } 
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LISTED BY 


UNION INSULATED 
CONDUIT END BUSHINGS = == 


Wade tough to stand hard sowice _ 
UNION INSULATING Co. 


PARKERSBURG, WEST VIRGINIA 
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that gives you 
MILL TYPE HEAVY DUTY 


CONSTRUCTION and DESIGN 


Here for the first time is a line of AC Magnetic 
Starters that provide the extra protection and . 
dependable operation usually associated with: 
rugged Mill-type equipment— —at NO E} 


chamber and an entirely new 
arc interruption plus other refinem 
you these advantages: 


@ Forced rotation of arc minkeeee: burt 
of contacts. = 





operating temperatures, 
@ No accumulation of ; 


nue 
ring MULTI-TURN MAGNETIC BLOWOUTS 
and Twin-Break Contacts 


The advantages of strong blow-out coils and twin-break 
contacts are combined in the CLARK “CY” to give you 
new standards in starter performance. This is a FIRST 
in electrical control history. 


The CLARK line is the ideal line for Distributors. 


THE t CLARK CONTROLLER co. 


C/ 
NEERED ELECTRICAL CONTROL \+ 1142 EAST 152ND Coats cr esibiieael 10, OHIO 
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HIGH PRESSURE Connections Are 
BETTER Connections 


High pressure increases the contact area between 
the wires, effectively seals the contact surfaces from 
moisture and oxidation, and produces a lasting, 
low-resistance connection. 


BLACKBURN Connectors Make Lasting 
High Pressure Connections because 

(1) They are made with the right combination of 
alloys — high strength alloys — to reduce frictional 
losses in the threads. 

(2) They cre made with smooth-cut threads, to in- 
crease their efficiency. These two factors insure more 
of the tightening torque being converted to “pres- 
sure between wires”. 





ee 
Any 
, 
i 


3) Their corners ond edges are all rounded, so that 
the high pressure cannot injure the wires. 


4) They actually test stronger than other connectors 
when pulled to destruction in a tensile-testing mo- 
chine. This means that BLACKBURN Connectors have 
that extra strength required to maintain the high 
“pressure between wires” without stretching ond 
loosening. 


5) The coefficient of expansion of the alloys used is 
substantially equal to that of copper. A temperature 
change of 100° F results in only 1% change in the 
“pressure between wires”. 


Yes, BLACKBURN Hi-Strength Connectors definitely 
make better connections — for your protection! 


Builders of Quality Connectors for 15 Years 


JASPER BLACKBURN CORPORATION 

















Illustrated: 
Cat. #100 





Se Simple it’s just a matter of tipping in the 
connector from the outside slipping in the 
cable—and flipping on the screws! 


So Zeutch it tokes just 10 seconds flat! No lock- 


nuts to fumble with—no loose parts to lose! 


Se Popular that millions have already been sold! 


They've been approved by jobbers and contractors — 


proved by men on the job! 


Se Thrifty that they're priced less than any other 


quality connector on the market! Saves you money right 
from the start! 


Sa Dependable Tomic Cable Connectors have 


passed the Underwriter Laboratory test with both the new 
and old-type non-metallic sheathed cable! 


we CAM beLiver! 


You rush your order IN—we'll rush your 
order OUT! We have a production capa- 
city of millions per month! Cet. #100 
for Ye" K.O.—Cat. #200 for 34” K.O. 


TOMIC SALES & ENGINEERING 00 


1864 W 





—_ 


TOMIC 


non-metallic 


CABLE 
CONNECTOR 


TIP a@ Tomic cable connector into the 
hole from the outside. Fits in quick 
and easy! : 


SLIP. the cable through! Will handle 
both the new and old type non-metal- 


lic sheathed cable! uN 





aoe 
L. 7 


< 
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FLIP the screws tight — 


and the job is done right! 
Exclusive locking feature 
holds connector securely! 


ELECTRICAL 
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BROW, 


FOR LEADERSHIP 


In the future, as in the past, 

you can look to Western Insulatec 
Wire Co. to develop and 
manufacture Bronco portable 
cords and cables that are... 


SOLD 

NATIONALLY 

BY ELECTRICAL 
TOUGHER WHOLESALE 


MORE FLEXIBLE DISTRIBUTORS 
LONGER LASTING 
MORE CONVENIENT TO USE 


WESTERN INSULATED WIRE CO. 
2425 East 30th Street - Los Angeles 58, California 


SPECIALISTS in the design and manufacture of portable electrical 
cords'and cables 
\ PIONEERS in the manufacture or standardized Neoprene-jacketed 


cords and cables 
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Anaconda is helping spotlight your future and the future of 
America and her industries with the new “Power Up — And Be 
Prepared” national promotion. 


emp“ 


This dynamic promotion is convincing industrial plant executives 
that a strong America requires full-scale production from 

industry — and full-scale production requires modern plant 

wiring systems. You can help yourself and industry by urging 

your contractor customers to promote, and promote hard, 
Anaconda’s “Power Up — And Be Prepared” program. 


Here’s what you can do! 


Tell your customers about the Anaconda Contractor Sales Kit — 
the powerful sales help to help them promote modern, efficient 
wiring to industry. It is available from your nearby Anaconda 
representative. Push “Power Up — And Be Prepared” with your 
contractors and you'll push your own sales. 


Pa Ve 
Start contacting your contractor customers today. Urge them to p 0 W ; R lJ p 
order their Sales Kits without delay. Industry must have 

adequate wiring to power up for full production. Anaconda Wire and te ‘ 
& Cable Company, 25 Broadway, New York 4, New York. och alah 


® 
the right cable for the job ANACON pA 


WIRE AND CABLE 
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TRENDS 





Convention Echos 


The official “deadline” for this column was May 22nd and 


because 


we are writing it just a week later who could write 
even a “high-spots” review of a convention until it’s all over 
and then—who could hope to write anything objective after 
one solid week of “conventioneering” without first taking a 
couple of days for a “coming down to earth” de-compression 
cure 

Let it be said to those who did not go to Atlantic City that 
they missed one of the best conventions in a decade, and if 
they don’t want to take our word for it—just ask somebody 
who was there, and that'll settle it. 

Having the bulk of all members and guests housed in three 
closely adjoining hotels—the Ambassador, Ritz-Carlton and 
Chelsea—and the conference booths as well as all meetings 
held right there in those hotels, gave the whole convention 
crowd a feeling of intimacy and cohesiveness, such as has been 
sorely missed at several recent conventions 

And the program: We know how much trouble and anxiety 
the committee and Charlie Pyle and his headquarters staff en 
dured in order to put that program together and the enthusi 
astic applause and the comments gathered by this writer and 
his staff, gave ample testimony that the members and guests 
who attended liked the menu as presented 

Those who go to conventions to learn and gather benefits 
and ideas and valuable information found plenty of “meat” in 
the speeches and—who could have attended the “panel” ses- 
sions without getting more than a whole-year’s-dues-worth 
out of any one of them. 

And those Conference Booths: If a man-by-man check-up 
could be made, it would show that to members and manufac- 
turers alike, those booths are the real answer to a prayer. No 
if he takes 
convention-going as something more than just a joy ride, he 


matter on which side of the fence a fellow may be, 


can cover more ground and get more good out of systematic 
use of those booths than if he spent a couple of months in 
money and time traveling around the country. 

It was the late President “Teddy” 
“Every man owes some of his time to the upbuilding of the 


Roosevelt who said, 


profession to which he belongs.” 

An association is the logical vehicle for the upbuilding of a 
profession or an industry and its members must make their 
own choice. They can help to build and prosper or stagnate 
in the doldrums of their own making 

Don’t miss the next convention! 


* 


Valedictory 


This column, TIMES and TRENDS, was introduced by 
this writer as a regular monthly feature over eleven years ago 
when he became Editor-in-Chief of ELectricaL WHOLEs.\I 
ING. With this, the June 1951 issue of the magazine, he vol- 
untarily relinquishes his post as both its columnist and its editor. 

From among many other suggestions the title TIMES and 
TRENDS had been selected, because it covered clearly the 
purposes for which the column was created viz: Brief com 
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rIMES and interpretations 
TRENDS for 


ments on events and news of the 
4 what the writer saw as possible or probable 
the future 

On an over-all basis it must remain for others to judge 
how poorly or well we succeeded in hewing to the line of 
achieving those original objectives in the 142 issues that have 
been published through the 
valedictory an author may be pardoned for pointing to a few 


intervening years; but in his 


specific instances where the column clearly fulfilled its mission 

For instance, in its maiden issue and just before the lid blew 
off Europe in 1939, a group of short news items and comments 
appeared under the heading “Washington Straws” because the 
trends of the times pointed toward Washington as the future's 
most important source of appropriate items. Today the same 
title is carried by an important full fledged monthly feature of 
this magazine. The following month a code of procedures and 
charts comparing current conditions with the World War | 
period were published 

In July 1940 when the National Defense Program had been 
announced we warned of coming production and price controls 
and three months later, in the first “National Defense” issue 
uitlined procedures on priorities and other government con- 
trols for which wholesalers should prepare. We predicted sub- 
contracting as the vehicle for all-out industrial conversion 9 
months before Pearl Harbor and five months before that dis- 
aster devoted an entire issue to the subject of protecting plants 
against sabotage. 

Throughout World War II we reported important news of 
the times and spotted significant trends that would guide the 
electrical wholesaling industry in giving the utmost service to 
the war effort. When the turn toward victory became evident 
we called many shots on developments of the post-war era 

\gain, more recently, when the Korean affair had hardly 
awakened our population to its possible implications, we told 
our industry to prepare once mere for government controls 
and priorities although the Defense Production Act of 1950 
had not yet been written 

All through the years the preparations of the monthly issues 
and writing of the TIMES and TRENDS column have been 
at once our most strenuous chore and one of our great sources 
of pleasure. As we close our career as editor and columnist we 
extend our sincere thanks to all members of our staff who 
through the years contributed freely of their ability and talent 
toward building each issue of the magazine inte a product of 
which all may well be proud 

To the members of the electrical wholesaling fraternity and 
our friends in all branches of the field, we can only say farewell 
for now, but NOT GOOD-BYE because in another capacity 
we hope to continue serving the interests of the entire electrical 


industry for many years to come—GOD willing 


EDITOR 


& 





invisible “traffic cop” 


Edwards Signal Boards Guard 
Smooth, Safe Flow of Traffic 
through World’s Biggest, 
Busiest Bus Terminal 


Motor Mecca! Daily over 2500 buses link the 
world’s biggest city with all parts of the nation. 
Terminal’s roof provides additional parking space 
for 450 private cars. 


Hidden under a plate at the foot of each of the 31 moving stairs 
that daily carry over 130,000 passengers through the new Port Authority 
Bus Terminal in New York is an Edwards-engineered signal board. Indoor Highways! The thirty-one Peelle 
: = ES 4 Motorstairs protected by Edwards Signal Boards 
From this board sensitive electrical “fingers” stretch to potential insure the swift, orderly flow of thousands of pas- 
failure points. If trouble occurs on any stairway, these invisible “traffic sengers from one Terminal level to another. 
cops” instantly indicate its source... enable the Terminal’s engineers 
to repair it quickly before dangerous congestion can result. 
This unique installation shows how Edwards equipment safe- 
guards lives and property and insures economies through greater 
operating efficiency in business and institutions everywhere. 


Architects and engineers depend on Edwards 


Whatever your need in electric signaling . . . a musical door chime for the 
home or a communication or fire alarm system for hospital, school. 
business or industry, Edwards can help you. Write on your business 
letterhead to Dept. EW-6, Edwards Company, Inc., Norwalk, Conn. 


EDWARDS 


3 World’s Most Reliable Time, Communication and Protection Products 





Trouble Shooter! Hidden beneath stairway, 
this compact 6” x 7” Edwards Signal Board is con- 
stantly on the alert to spot trouble . . . saves 
valvable time and labor in maintenance. 
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TOP LOOK and 


It’s Good Sense and 
Good Business to 


Cooperate with EDWARDS 


Consistent Edwards advertising, like that on the opposite page, appearing monthly in Time 
and other influential magazines, means DOUBLE profit for you. DOUBLE profit because : 


1. That advertising reaches your prime prospects . . . creates prestige for Edwards 
that makes it easier for you to sell Edwards staple line of products. 


2. At the same time ... since Edwards always protects the distributor ... you 
share in Edwards systems business as well. 


So push the line that protects you. Cooperate with the company that makes sure you profit 


TWO ways... with staples, with systems . . . Edwards! 


Edwards advertising reaches Architects, Contractors, Schools, Hospitals, Offices, Homes, 
Factories ... your best prospects in your important markets. 





Everything's on time ae eee 
at The New York Times A Dream Comes True in Indiana 


Pm 
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CERTIFIED BALLASTS 


® Recent experience has shown that fluorescent lamps last 50% 
longer when powered by CERTIFIED BALLASTS rather than 
poor quality ballasts that are commercially available. 


This, together with the fact that CERTIFIED BALLASTS assure 
rated light output and long, satisfactory ballast life makes 
CERTIFIED BALLASTS a must in selecting fluorescent equipment. 


CERTIFIED BALLASTS are made to exacting specifications, then 
tested and checked by Electrical Testing Laboratories, Inc. 


*Lead lamps on a two-lamp ballast. 


® Complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 





yy 


Participation in the CERTIFIED BALLAST program is 
open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


/ FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


CERTIFIED 
} 


SPEC. NO. 6 
IGH PF 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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We Mobilize for Freedom 


THIRD OF A SPECIAL SERIES 


WHY 
Controls are Necessary 


One of the encouraging characteristics of the 
American people is their dislike for govern- 


ment controls. This augurs well for the future | 


of their economic and political freedom. 


But for the next few years we must not only 
tolerate but also help to make effective a whole 
battery of emergency government controls 
over our economic life. If we fail to do this 
now the future of that freedom we cherish will 
be imperilled. It is the purpose of this editor- 
ial—the third in a special series —to explain in 
simple terms why this is so. 


After our military victory in World War II, 
we rushed through a demobilization which cut 
our military strength to about one-tenth of its 
wartime peak. Our allies did much the same 
thing. But the Russians maintained much of 
their wartime military strength and built up 
that of their satellites. With prodigious speed 
we switched from military to civilian produc- 
tion and went on to enjoy a rousing postwar 
boom—the greatest in our history. 


This boom was in vigorous progress when, 
on June 25 last year, the Russian-sponsored 
North Korean army attacked South Korea. 
Our industrial production was rolling along at 
almost twice its prewar level. We had labor 
shortages in many key industrial areas. Under 
the impact of heavy buying all along the line, 
prices were climbing. 


When the North Koreans smashed into 


South Korea they smashed into our national 
consciousness this fact: if we want a fair 
chance to save our national freedom from de- 
struction by Communist aggression, we must 
race to restore some of the military power we 
had so speedily written off after World War II. 
And we must do it with our resources already 
very fully occupied with a boom in civilian 
business. 


Program Small Compared to 
World War Il 


Compared with our military effort in World 
War II, the mobilization on which we are now 
embarked is small. At its peak, under present 
schedules, it will absorb no more than one-fifth 
of the total national production. During World 
War II we reached a point when nearly half 
of our total production went for war-making. 

Moreover, our economy now is much bigger 
and stronger than it was in World War II. 
During the last decade there has been an in- 
crease of about 15 percent in our labor force. 
Our workers have had the training advantage 
of steady employment. The capacity of our 
industrial establishment is two-thirds again as 
great as it was ten years ago. Since the war no 
less than $70 billion has been spent to expand 
and modernize it. 

Given time, the industrial giant we have 
created could pick up in its stride the added 
load of production for defense that now is con- 
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PRODUCTS TO PUSH 
AND PROMOTE 
FOR PROFIT 








2-GANG UNITS. Switch, receptacle and 
warning light, with double-pole switches. 
For heavy duty service everywhere — 
kitchens to laboratories. 


FLOOR OUTLETS. Two solid brass cov- 
ers, one for closing outlet when not in 
use, the other for shielding plug cap 
when connected. Plug is flush with floor. 


TUMBLER SWITCHES. Heavy duty units 
for back and top wiring. Back wiring 


eliminates bending and looping 


DOOR SWITCHES. Light is on when 
door is opened, gives automatic lighting 
in dark closets. Striker plates furnished. 





ARROW 


WIRING DEVICES 


Quality Made 
Promoted 
. To Your Trade 


READ THIS: 


An important story is being told to your customers these days. For the first 
time, a wiring device manufacturer is advertising to architects and contractors 
individually talking to them in their own language — telling them what 
benefits they can derive from promoting adequate wiring and quality wiring 
devices. We're doing this because the importance of wiring devices is increasing 
every month. The number of circuits installed in an average home has tripled 
in the last few years. The electrical industry is banking on the sale of 41 million 
appliances this year. 90% of all homes, and hundreds of industrial plants, must 


be rewired to carry modern loads 


What a story! And what a market! Wide awake distributors will recognize the 
profit possibilities — will lay plans to capitalize on this accelerated activity. Our 
advertising and sales promotion program will activate the market help dis- 
tributors cash-in. Don’t fail to cash in on this opportunity — be alert to the ever 
increasing sales possibilities offered by our quality line of wiring devices. 
We're sending this Good Housekeeping Booklet, ‘Electrica adios 
Planning In The Home,’ to architects and contractors. A PLANMING 
non-technical educational folder full of adequate wiring < Pisecedadetces 
information for the homeowner, it’s one more factor in 


our comprehensive wiring device promotion 
WRITE 1606 LAUREL STREET, HARTFORD 6, CONN. 
QUALITY MADE — PROMOTED TO YOUR TRADE 


WIRING ARROW 


| DEVICES  Frectaic pum 


ENCLOSED 
SWITCHES 


Branches in: Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Sen 
Francisco, Syracuse. In Canada: Arrow-Hart & Hegeman (Canada) itd. Mt. Dennis, Toronto 
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templated. But speed is of the very essence. 
There is little dissent from the proposition that 
if we are to stand off Russian aggression suc- 
cessfully we have, at the outside, two years 
in which to get ready. 


Controls Needed to Prevent Chaos 


These two facts — (1) the necessity for 
speed in our rearmament program and (2) an 
economy already stretched taut by a record 
civilian boom—create the general necessity for 
government controls. If we simply pile the 
billions of added defense expenditures author- 
ized since last June on top of the civi‘ian boom, 
and let it go at that, two destructive develop- 
ments would follow. There would be a scram- 
ble for scarce materials, notably metals, which 
would create chaos in those markets. And 
prices would go through the roof. 


Our situation during this mobilization is 


radically different from what it was when we 
rushed to get ready for World War II. Then 
we started with an economy that was coming 
out of a long depression. There was plenty of 
slack. Even in mid-1941 we still had over 6 
million unemployed. Thus it was possible for 
us to expand war production greatly and also 
increase civilian living standards before the 
limits of our productive capacity made ex- 
tensive controls necessary. But as we begin 
this new mobilization we find our economy 
already operating virtually at capacity. This 
fact is of key importance in understanding 
why this relatively small defense program so 
quickly requires the imposition of controls. 


The selection and administration of con- 
trols thus far has been badly bungled. The 
threat of price controls, for example, was 
broadcast so vigorously and for so long that 
our people were virtually asked to raise prices 
and thereby do much to defeat the controls. 
Adequate taxation directed so as to attack 
inflation at the source and thus give direct 
price control a chance to operate has not yet 
been provided. 


Indeed, we could readily assemble a long 
and devastating catalog of the deficiencies of 


the government’s control program. But that 
would not dispose of the necessity for con- 
trols—by priority, by allocation, and, as a 
stop-gap, by direct prescription of selling 
prices—if we are to carry out our mobiliza- 
tion successfully. That is the only means by 
which a clear right of way for defense pro- 
duction can be cut through the highways of 
trade and commerce now jammed with civilian 
boom business. 


Hope In The Wilson Plan 


Since he became Director of Mobilization, 
Charles E. Wilson has added a new element 
of order and hopefulness to the mobilization 
program. He has laid out a plan which, if we 
are spared all-out war, would do three things 
by 1953. First, it would produce the weapons 
needed by our army and our allies to meet an 
immediate threat. Second, it would create the 
capacity that would enable us to move at high 
speed into weapons production for all-out war 
—if necessary. Third, it would create the 
additional production capacity that would re- 
store by that date our ability to resume the 
climb of the American civilian standard of 
living. 

In technical and industrial terms the 
Wilson Plan seems to be feasible. If it is suc- 
cessfully carried out, we should be able to 
begin getting rid of controls rapidly by 1953. 
But to carry out the program successfully, it 
must now have vigorous support from every- 
one. That does not mean mere agreement that 
it is a good plan. It means that we must con- 
form to the controls that are necessary to make 
the plan work. In developing this support, the 
business community is in position to exercise 
crucially important leadership. 


As has often happened in our national his- 
tory, we are confronted by a paradox. We must 
accept emergency controls for the time being 
to insure survival of the freedom that they 
infringe. But, as we do this, we may find some 
comfort in the reflection that while controls 
from Washington are hateful, controls from 
Moscow would be infinitely worse. 


McGraw-Hill Publishing Company, Inc. 
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ANCHORLITE’ 
THE SUSPENDED /JNSIDE AND UNDERSIDE ILLUMINATOR 
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La “PATENT No. 2,538,655. OTHER PATENTS PENDING 





EMERGENCY 


PULL-OUT yi ULTRA CONVENIENCE 
PLACE HH IN TEMPORARY LIGHTING 


SELF RETRACTING 
REDUCES MAINTENANCE 
AND REPLACEMENT COSTS 


a - REDUCES FIRE AND 
gt — he ACCIDENT HAZARDS 


HOOKED 
IN 


SELF ANCHORING 


TRAILER APPLICATION AND ADJUSTING 


LIP 

















Only the Pyle-National Anchorlite completely 
answers your need for a convenient, economical 
source of good lighting, temporarily required in 
auto repair shops and service garages—in fact, 
anywhere where inside and underside illumina- 
tion is vital to efficiency. Anchorlite does away 
with hooks, reels and entangling leads. Self- 
anchored above any localized work area you 
choose, it is self-retracting and self-adiusting. 
Spring tension anchors it in position for use 


without other means of holding, takes care of 
height variations up to 3 feet; should the auto 
move, Anchorlite releases itself automatically! 
It is suspended overhead where it is out of the 
way, yet always convenient and easy to reach 
when needed. It is also designed to be sus- 
pended from a messenger wire on which it can 
slide the full length of the garage. 


Write for Anc‘orlite Bulletin 


THE PYLE-NATIONAL COMPANY 


1352 N. KOSTNER AVENUE + CHICAGO 51, ILLINOIS 
BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada. EXPORT DEPARTMENT: 
International Railway Supply O Church St., New York. CANADIAN AGENT: The Holden Co., Ltd., Montreal 


PLUGS & RECEPTACLES + FLOODLIGHTS + TURBO-GENERATORS + CONDUIT FITTINGS + MULTI-VENT AIR DISTRIBUTION 
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ELECTRICAL 


WHOLESALING 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 
A McGraw-Hill Publicetion 





Electrical Wholesale 
Distribution 
For the Month of March 1951 


SALES Reversing the trend of the past two months, 
sales of electrical goods wholesalers, all classes combined, 
rose 5 per cent over the previous month and indicated 
a more substantial gain of 35 per cent over March sales 
a year ago. 

By class of house, March sales of full-line wholesalers 
increased 7 per cent over the previous month; wiring 
supplies and construction materials distributors showed 
an increase of 14 per cent; appliances and specialties 
wholesalers registered a drop of 2 per cent. 

Compared with the same month one year ago full-line 
wholesalers reported a gain of 41 per cent; wiring sup- 
plies and construction materials distributors a gain of 
54 per cent and appliances and specialties wholesalers 
a gain of 12 per cent. 

Total sales during March of all electrical goods 
wholesalers were estimated at $594 million, a gain of 
$29 million over February and $151 million more than 
March 1950. 


INVENTORIES At the end of March, inventories 


(valued at cost) were reported to have increased 16 
per cent above the previous month. 

All classes of houses reported increases in inventories 
for March 1951. Inventories of full-line wholesalers 
were up 17 per cent over February while wiring sup- 
plies and construction materials distributors and ap- 
pliances and specialties wholesalers reported increases 
of 10 per cent respectively. 

However, compared with the same month one year 
ago, all classes reported large increases. Full-line whole- 
salers showed an increase of 51 per cent ; wiring supplies 
and construction materials distributors reported a gain 
of 47 per cent; appliances and specialties wholesalers 
registered an increase of 78 per cent. 

Based on the current rate of sales of 614 electrical 
goods wholesalers reporting inventories in conjunction 
with sales, stocks on hand represented approximately 
48 days’ business. . 





The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Eec- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S 
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Department of Commerce. The National and regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 

The Editor 
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In 1934, off the New Jersey coast, fire 
raced wildly through the American steam- 
ship Morro Castle, claiming 134 lives in 
one of this country’s greatest sea disas- 
ters. One of the ways by which the fire 
spread so rapidly through the ship was 
along the insulation on the wiring that 
covered the whole vessel like a network 
of nerves. 

In those days, wax-finished, braided 
wires were in Common use and were so 





dangerously inflammable that the wax- 
covered cotton servings or braids, if 
ignited, actually burned like a torch. 
Moreover, this wax-finished insulation 
was easily disintegrated by heat, light 
and moisture, a condition which further 
increased the fire hazard. 

Obviously, something had to be done 
to prevent the spread of fires along wir- 
ing insulation—a need that was grimly 
proved by the Morro Castle catastrophe. 


ELECTRICAL WHOLESALING—June, 1951 





“SAFECOTE” 
As early as 1928, National Electric | FINISHER 
oe ; ASPHALTIC 
began the experimental manufacture of SATURATOR LUBRICANT 


* 


a new and improved insulation, “Fire- RuBsER DRESSING 


Stop,” that was later to be hailed as 
the “most important achievement in a 
decade.” This new insulation was flame 
retardant as well as moisture resistant. 

Pitch, rather than wax, overcoated 
the saturant and hermetically sealed the COATED 
COPPER MARKED AND 

ERVING OVERCOAT MEASURED 
OF PITCH 


braids, servings and insulation against 
light, air, heat and moisture, to retard 
oxidation and disintegration. In time, 
this wire came to be marketed under Today, National Electric Building Wires, Power 
the registered trade name “‘Safecote.”’ Cables, Varnished Cambric Cables, Service En- 
Fire-resistant wiring is only one of trance Cables and other important non-metallic 
National Electric’s many contributions covered conductors are ‘‘Safecote’’ protected 
toward better, safer, more convenient against fire, water and other deterioration—a 
electrical installations. For more than safeguard that has helped prevent the repetition 
40 years, the National Electric name _ of the Morro Castle tragedy. Colors are fixed and 
has stood for everything in wiring—the permanent. Fishing is easier. Wires and cables 
world’s largest producer of the complete are marked and measured 
line of secondary electrical distribution every two feet to assure 
systems. ready, easy identification. 


EVERYTHING IN WIRING POINTS TO 
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Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


B Y REGIONS and with all classes of houses com 

bined the previous 
were reported in every region ranging from 1 per cent 
in the New England area to 15 per cent in the Mountain 
region. 


sales increases ovet month 


Cumulative figures for the first quarter (January- 
March, 1951) compared to the corresponding period in 
1950 showed substantial increases in all regions. 

On a comparative basis with March 1950, an over-all 
increase of 35 per cent was reported. Largest increase, 
48 per cent, was reported by the East North Central 
Region. ; 

Inventories on a regional basis conformed to the na 
tional average of up 16 per cent over the previous 
month. The New England area reported the largest in 
crease, 23 per cent, while the West South Central region 
registered the smallest increase, 10 per cent 


MARCH, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES 
March 1951 
Compared in % with Trading Compared in % with 
Feb. | Mar. | Region | Feb. | Mar. 
1951 | 1950 | (SeeMap) | 1951 | 1950 
| 


INVENTORIES 
March 195] 


| +30 +23 | +62 
| +431 +15 +87 
+48 +19 +54 
437 +12 +39 

' 1.17 +60 
+15 +67 
+10 +39 
+32 


119 
115 1-43 


WoOINAMPWDh— 











STATES COMPRISING GEOGRAPHI( 
GION 1—Maine, N. Hamp., Vt., 
2—N.Y., N.J., Penn.; Region 3 
REGION 4—Minn., Iowa, Mo., N 


DIVISIONS: RE 
Mass., R. I., Conn.; REGION 
Ohio, Ind., Ill, Mich., Wis.; 

Dak., S. Dak., Nebr., Kans. ; 
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REGION 5—Del., Md., D. of C., Va., W. Va., N.C., S.C., Ga., 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
La., Okla., Tex.; Region 8—Mont., Idaho, Wyo., Colo., 
N. Mex., Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif 
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JOB FINISHED? 
You SO , A 


You can be sure that the job is finished for good 
if you use Triangle — the quality wire, cable 
and conduit. 


Today all electrical material must be right! 
Defense Plants particularly can’t be allowed to 
slow down as a result of power failure. 


Do it right the first time! Make sure the job is 
finished for good. Specify Triangle’s Glazon 
Wire, Hot-Dipped Galvanized Conduit and other 
top quality Triangle products. 
# costs no more to do the job with electrical 
material that is right from start to finish. 
both of Triangle's Plants you'll find 
this watchword: 


“it Must Be Right’’ 


When you specify Triangle, you can be sure 
it is right! 





“Wms * | 


* 





TO ELECTRICAL DISTRIBUTORS: 
This ad, with its message about you, 
is appearing in leading electrical 
magazines. 


THIS MAN SAVES YOU MONEY! 


He is your Triangle Distributor. He, and 
all electrical distributors, lower the cost 
of distribution of electrical equipment 
to you. 


In the long run, you'll save and get 
it faster, from a Triangle Distributor. 


NC. 
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AMERCLAD* 


*the heavy-duty electrical cable and cord 





You'll find U-S-S Amerclad down in the mines, where it’s re- 
lentlessly coiled and uncoiled and dragged over rails and ties. You'll 
find it on railroads for general utility use under all types of conditions 


You'll find Amerclad delivering power to the shovels in quar- 
ries and strip mines. There, it’s reeled in and out all day long and hauled 
over sharp rock. 


You'll find Amerclad under water, too . . . it’s used on dredges 
that need electrical cable that can withstand great abuse. Actually, 
there’s an Amerclad Cable or Cord for just about any tough operating 
condition you can name 


Amerclad Cable and Cord is jacketed with tough, resilient 
Amerprene. This quality jacket resists moisture, sunlight, mineral oil, 
grease, flame. It will not propagate fire. And it meets the requirements 
of ASTM D752. 

Amerclad Cable and Cord can be furnished with PS Shielding, | 
the conducting rubber tape that prevents corona discharge because it 
will not pull away from the insulation like metallic shielding. 

AMERICAN For more information, get in touch with your nearest American 
ELECTRICAL WIRE Steel & Wire Company office ’ 
AND CABLE + PS Shielding—an original development of American Steel & Wire Company. 


AMERICAN STEEL & WIRE COMPANY, GEWERAL OFFICES. CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





American Electrical Wire & Cable 
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DESIGN LEADERSH? IA EWA), ow cosr 


FUSIBLE LIGHTING 
PANELBOARDS 


4-CiIRCUIT 
UNIT SECTION 


qn 
pusiBLe egulf6 


The 4-circuit moulded bakelite section (one- 
piece, high strength) is the heart of Square 
D’s new fusible NTPS load centers and NTPR 
panelboards. 

Plug-fusible 30 ampere, 125 volt tumbler 
switches incorporate a double-break snap 
action feature with self-cleaning sliding con- 
tacts. Compression springs insure longer life. 
All current-carrying parts are silvered. 


SQUARE D COMPANY CANADA LTD., TORONTO 











Seas — 
————— 








NTPR Panelboards are available up to AO circuits 
r either 1% 3-wire or 3% 4-wire applications. 17” 
wide boxes provide 4” minimum wiring gutters. 
Single door flush or surface fronts include directory 


frame and flush lock. 


fo 


NTPS Load Centers with 12” wide boxes provide 
up to 20 circuits for 1% 3-wire or 3% 4-wire serv- 
ices. Flush or surface single door fronts include 
directory frame and flush spring catch 


NTPS and NTPR devices are Underwriters’ approved 


for general service application 


« SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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W. Hooper Appointed Executive Editor; 
F. Rost Joins Electrical Manufacturer 


WISHING each other continued success in his respective position is Arthur 


W. Hooper 


(left), newly appointed executive editor of ELECTRICAL 


WHOLESALING, and O. Fred. Rost, former editor and now a vice presi- 
president of Appleton Electric Company, Chicago, III. 


NEW YORK—Arthur W. Hooper, 
managing editor of ELECTRICAL 
WHOLESALING, has recently been 
promoted to the newly-created post of 
executive editor. 

Mr. 
Mass., 
lumbia University in 1942. 

During World War II, he 


S. Coast Guard 


Hooper was born in Lynn, 


and was graduated from Co- 
served 
four years with the U. 
Mr. Hooper became Commanding Of 
ficer of a Sub Chaser with the rank of 
Lieutenant. He saw service in the At 
lantic and Pacific theatres and con- 
cluded his military service as officer in 
charge of a repair base for small boats 
in the Philippine Islands. 

Mr. Hooper was associated with the 
Fitzgerald Publishing Co., a division 
of the Walter H. Baker Play Publish- 
ing Co., before he joined ELECTRI 
CAL WHOLESALING in 1945 as 
news editor. He was appointed manag 
ing editor in January 1950 


NEW YORK—O. Fred. Rost, editor 
of ELECTRICAL WHOLESALING 
for the past 12 years, recently resigned 
to assume his new duties as a vice pres- 
ident of Appleton Electric Company in 
Chicago. 

Mr. Rost joined the editorial staff 
of the McGraw-Hill Publishing Com 
pany in 1928 as a consultant on dis 
tribution. In 1929 he took up active 
editorial work, and until 1936, his prin 
ciple responsibility was that of market- 
ing editor of Business Week. In that 
year he was made editor of Radio Re 
tailing. 

Recipient of the James H. McGraw 
Medal for Wholesalers in 1927, Mr 
Rost is a recognized authority on mar 
keting and distribution. He put his 
knowledge and experience in this field, 
plus his editorial and publishing abil- 
ities, to work in bringing ELECTRI- 
CAL WHOLESALING to its present 


successful and respected position 
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NAED Convention 
Reelects Officers 


Peirce 
Phila 
president of 
Elec 
associa 
held 


The two other officers 


ATLANTIC CITY—W.G 
Jr., president of Peirce-Phelps, 
delphia, was reelected 
the National 
trical Distributors at 


tion's 43rd 


Association of 
the 
annual convention 
here recently 
who will assist Mr. Peirce by head 
ing up the separate divisions of the 
association are Benjamin Gross, re 
elected vice president and chairman 
of the Appliance Division, and R. M 
Johannesen, reelected vice president 
and chairman of the Apparatus and 
Supply Division. Mr. Gross is presi- 
Distributors, Inc 
Mr. Johannesen is 


dent of Gross 
New York 


president of 


and 


Johannesen’ Electric 


Company, Greensboro, N. 


Executive Committee Elected 


Elected to the executive commit 
tee were Francis Stern, Stern & 
Company, Hartford, Conn., and Ti 
tus B. Schmid, Electric 
Supply Co., Dubuque, Iowa. George 


Crescent 


Hessler, Graybar Electric Co., Inc., 
New York, was reelected to the same 


committee 


Elect Board Of Governors 
Newly 
board of governors are: 
C. A. D’Elia, D’Elia Electric Ce 
Bridgeport, Conn., as a member at 


elected members of the 


large representing the Appliance Di- 
vision. 

Paul O. West, Doubleday Electric 
Co. of South, Washington, D. C., as 
a member at large representing the 
Apparatus and Supply Division. 

Nelson Powell, Dyer Clark Co., 
Lowell, Mass.; E. M. O’Donnell 
O'Donnell Distributors, Inc., Syra 
case, A. Y.5 A Hi-Fro 


Fromm 
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Stab-lok 
NBS 320L 
20-circuit 


Panelboard 








Minimum stock..lmariimumn protits 


SELL Federal Noark STAB-LOK* Circuit Breakers and _ boards up to 20 circuits, and of switches to 60 amps. All 
you'll slash your financial outlay .. . set new highs in turn- STAB-LOK Circuit Breakers suitable for service entrance 
over. You need only a small fraction of the number of have an insulated groundable neutral... Individual STAB- 
items required for old-fashioned fusible equipment. With LOK Breakers come in a calibrated range of 15, 20, 30, 40 

STAB-LOK your customers can meet practically any and 50 amps., single or double pole. 
specification from a line of only nine enclosures and a The Federal Noark STAB-LOK circuit protection sys- 
range of STAB-LOK Circuit Breakers in standard ratings. tem is amazingly low-priced. Offering today’s safest, 
Most of the STAB-Lok enclosures are the Noark “com- most convenient ‘protection, it virtually eliminates com- 
bination” type for either flush or surface mounting. Made petition . .. means more and more business for its limited 
in 2, 4, 6, 8, 10, 16 and 20 circuit capacities, they provide number of authorized wholesalers. Write for all the facts. 
a complete circuit breaker line of load centers and panel- Federal Electric Products Co.,50 Paris St., Newark 5,N.J. 
*Registration Applied For 


Stab-Iok OuTMODES ALL POPULAR FUSIBLE EQUIPMENT UP TO 60 AMPS. 


— a 


To insert STAB-LOK Breaker, sim- Single pole STAB-LOK STAB-LOK line includes STAB-LOK “Flush-Surface” En- 
ply put end under hook and push with micromatically cal- raintight devices, handle closures are delivered with picture- 
into place. Stabs make instant con- ibrated metal heart. Only extensions, handle ties type frame in place and ready for 
tact and are locked in place without one solderless terminal... and adapter frames for surface mounting. For flush mount- 
screws. resets automatically. easy flush mounting. | ing, discard frame. 


bass it aren Bs pincinsdatibaiph = notes 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Electric Supply Co., Plainfield, N. J.; 
J. A. Mayer, Graybar Electric Co., 
Inc., Philadelphia, Pa.; Ben S. Gam- 
bill, Braid Electric Co., Nashville, 
Tenn.; Peter Sampson, The Samp- 


REELECTED for another term were all three of NAED’s 
G. Peirce, Jr., and R. M. 
Johannesen. At right, managing director Charles G. Pyle aud 


top oficers—Benjamin Gross, W. 


dianapolis, 


cago, 


son Co., Chicago, Ill.; Paul H. Kel 
ler, Peerless Electric Supply Co., In 
Ind. ; Albiez, 
Englewood Electric Supply Co., Chi- 
Ill. ; Ned Breitenmoser, 


George 


and 


Lighting Fixture & Supply Co., New 
Orleans, La. 

Mr. Schmid was reelected to the 
board as was E. J. Rueth, Frankelite 


Co., Cleveland, Ohio. 


officers of NAED pose with newly elected members of NAED 
executive committee—Francis Stern (top left 
Schmid (top right). 


and Titus B. 





Pacific NAED Meeting Studies 


NPA Relation To Distributors 


Wholesaling operations under the controls of a de- 


fense economy highlight speeches at three-day meeting. 


Other talks cover TV 


CALIF. 
in the 


BERNARDINO, 
onditions brought about 


NAN 
J ( 
electrical distributing industry by the 
accentuated national defense program 
took most of the attention of the nearly 
300 attending 
the Spring Convention of the Pacific 
Zone of the National 
Distributors at 


members and guests 
Association of 
Electrical Arrowhead 
Springs Hotel in this city, May 2, 3 
and 4. Three of the six major talks 
related to the association of the electri- 
cal distributing industry to the Na- 
tional Production Authority, to anal- 
ysis of the controls, and how restric- 
tions were affecting wholesaling opera 
To these were added a talk by 
the radio-TV in 


dustry and one by an appliance manu 


tions 
a representative of 
facturer, who discussed conditions in 
the marketing of those products today. 

The organization and the responsi- 
bilities of the Electrical Products 
Branch, Building Materials Division, 


and appliance market conditions. 


and what such an office means 
sup- 


NPA, 


to the distributors of electrical 


plies, was outlined to members and 


guests by Luther D. Shank, chief of 
the branch. Following his description 
methods by which this branch 


determine the 


of the 
served to needs and 
provide the materials for manufactur- 
ers producing goods necessary to de- 
fense and to a defense supporting econ- 
omy, Mr. Shank previewed the Con 
trolled Materials 


July 1st operation. He said that under 


Plan scheduled for 
CMP, every effort would be made to 
keep a 


flow of goods to wholesal- 


ers “at a rate high enough to pre 
clude any necessity for you to fill out 
forms to replenish your inventories.” 
(Mr. Shank's address was published 
in the May issue of ELECTRICAL 
WHOLESALING.) 

In the opening speech of the con- 
vention, Fred G. Goss, Electric Sup- 
plies Distributing Co., San Diego, past 
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Zone, 
currently western representative of the 
NPA _ Industry Board, re 
ported to members and guests on the 


chairman of the Pacific and 


Advisory 


problems that had come up at the first 
meeting of the board in December, and 
told how the existence of the Industry 
Advisory Committee enabled the NPA 
to keep 
electrical supplies distribution indus 


a finger on the pulse of the 


try, with resulting benefit to both the 
industry and the national defense pro 
gram, 

Bringing the relationship of the 
wholesaler and NPA a little closer to 
home was William Pruitt of the NPA 
He de 


scribed the local setup, the variety of 


office in nearby Los Angeles 


offices and their functions, and detailed 


procedures by which wholesalers ot 
their customers could contact NPA or 
problems relating to the supply of cor 
trolled 


Distributors and dealers should not 


materials. 

be in a panic today because of high 
inventories of television receivers, said 
J. B. Elliott, vice president of RCA 
Victor, Camden, N. J., talk at 
the opening session. He ventured that 


in his 


“inventories will disappear nuch soon 
er than most members of the industry 
expect,” because “although the demand 
for receivers will mount steadily, the 
production of receivers will not.” Mr 
Elliott reviewed the rapid growth of 


(Continued on page 97) 
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At Chicago Electrical Industry Show 


The Chicago Electrical Industry 
Show, sponsored by the Electric As- 
sociation of that city, was hailed as 
a great success. The long overdue 
electrical trade event, held recently 
at the Sherman Hotel, reached an 
attendance figure of over 8,000 per- 
sons. Plant engineers, electrical con- 
tractors, electrical wholesalers, archi- 
tects, consulting engineers and others 
came from the greater Chicago area, 
Illinois and nearby states to examine 
the products on exhibit. 

These included the latest electri- 
cal construction materials and indus- 
trial products of 54 firms, which 
presented 71 exhibits in all. Partici- 
pation as an exhibitor was limited 
to members of the Electric Associa- 
tion. The success of the show was 
credited principally to the quality of 
visitors composing the groups for 

Crowds throng the exhibit areas and aisles at the Chicago Electrical Industry Show which the event was intended and 
More than 8,000 plant engineers, electrical contractors, electrical wholesalers, archi- the high quality of the exhibits. 
tects, consulting engineers and others saw the exhibits at Chicago's Sherman Hotel John McC. Price, chairman of the 








show committee, and his group were 
appointed to proceed with plans for 
any future show. New plans already 
underway call for over-all improve- 
ments and the largest trade show 
of its kind in the United States. 

The committee members support- 
ing Chairman Price were: Harry A. 
Bamford, Fairbanks Morse & Co.; 
J. M. Bennan, Jefferson Electric Co.; 
W. H. Boyce, Delta-Star Electric 
Co.; Ralph C. Dean, General Electric 
Co.; A. H. Kahn, General Electric 
Supply Corp.; Frank L. Koucky, 
Westinghouse Electric Corp.; T. W. 
Milligan, Pyle-National Co.; and 
George T. Myers, Trumbull Electric 
Mfg. Co. 
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xs Plus a complete line of Rubber Insulating Tapes. 


Also available, Specification Tapes for all In- 
FRICTION dustrial and Utility Applications. 


TAPE 


MPLETON RUBBER CO.. ¥° 
’ 18 


OSTON. Massacnusel 
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Adalet Manufacturing Co. 

Allen-Bradley Co. 
he Louis Allis Co. 2I1CH BRA 
Appleton Electric Co. a ; 

Arrow-Hart & Hegeman Electric Co. i 

Bryant Electric Co. 

Buchanan Electrical Products Corp. 

Bussmann Manufacturing Corp. 

George Butler Co. 

Chase Shawmut Co. 

Clark Controller Co. 

Complete-Reading Electric Co. 

Conway, Inc. 

Coyne Electrical School 

Crouse-Hinds Co. 

Cutler-Hammer, Inc. 

Electrical Contractors Assn. 

Ellman & Zuckerman 

Fairbanks Morse & Co. a Van Cleef Bros., Inc., exhibit 

Federal Electric Products Co. 

Ferr Manufacturing Co. 

Furnas Electric Co. 

General Cable Corp. 

General Electric Co. 

General Switch Corp. 

Harvey Hubbell, Inc. 

Helwig Co. 

Howard & Gould Co. 

International Register Co. 

Jefferson Electric Co. 

Harry J. Kahn Electric Sales Co. 

Ward Leonard Electric Co. 

Clyde W. Lint Co. 

Lewus Electric Co. 

McGill Mfg. Co. 

National Carbon Co. 

National Electric Products Corp. 

O0.Z. Electrical Mfg. Co. 

The Okonite Co. 

Pass & Seymour, Inc. 

The Pyle-National Co. 

Reliance Elec. & Engineering Co. 

Rick & Selleg 

Simplet Electric Co. 





' 
e 
' 
# 


Sittler Corp. i —sneege 
Square D Co. att 4 ¥ LET 
Steinmetz & Kelly ] wa. 9 : 
The Thomas & Betts Co. 
The Trumbull Electric Mfg. Co. 
United States Rubber Co. 
Van Cleef Bros., Inc. 
Westinghouse Electric Corp. 
The Wiremold Co. 
Daniel Woodhead Co. 
Allen-Bradley Co. exhibit 
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BRING OUT BUILT-IN PERFORMANCE OF MOTORS AND MACHINERY 
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in MAGNETIC 
— co) STARTERS 
JUST “2 THE SPACE 


PLU STRAIGHT-THRU 
Yes, to obtain maximum built-in performance from quality machines, use 
Arrow-Hart advanced design Type “RA” Magnetic Starters, smallest ever 
manufactured, first to give you straight-thru front wiring. This means 
faster, neater installations at savings up to 30%; safer, direct routing 

with greater separation of line and load; immediate identification of 
circuits; elimination of crossing, looping, U-bending; no need for a load § 
terminal on the line side. This simplicity with versatility is mot possible with ¢ o ra PA R € e 
solenoid or other type starters. Compare the connection diagrams to the 

right and on the reverse side for conclusive proof of the straight-thru wiring 


benefits of Arrow-Hart Magnetic Starters — the most logical controls to 
specify, buy, and use. Available in sizes 0, 1, 2, 3 and 4. 








Write for folder complete with design and operating features, dimensions, 
ratings and other pertinent data. 


BUY WITH CONFIDENCE PROFIT BY PERFORMANCE 


THE ARROW HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN., U, 5S, A. 














IN JUST 4/@ THE SPACE! 


Arrow-Hart Magnetic Starters occupy just 
1/2 the space of conventional starters. 


This means an overall reduction in the 
size of the control panel and a substan- 
tial reduction of materia! costs. The ex- 
clusive “RA” mechanism sets a new stand- 
ard for functional simplicity in design — 
@ new and superb performance ac- 

‘ | 3 claimed by more and more original 
; ; : equipment designers and manufacturers, 
i electricians and maintenance men. 
YPE ai * J A” ’ Other features include high arc resistant 
T 4 : and suppression chambers for each set 


ETIC of contacts; big, heavy duty copper con- 


tacts with special silver alloy tips; guided 
‘| parallel closure of contacts; improved 

| : | magnet and coil; precision calibrated re- 
STA RT Ee 2 Ss , " : lays. All parts are easy to reach, wire 


and service for outstanding performance 
and economy. 


3 yi MECHANISM DIMENSIONS 
~~ 1” 2 
9—_} —_ SIZE 2 ILLUSTRATED 
eB 8 


DEPTH — 458°’ HEIGHT — 5'2” 


te WIDTH INCL. RELAYS—7” 
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A Report To The Shareholders 
Of The Electrical Distribution Industry 


George F. Hessler 


HE American public today is 

fast becoming a fact-hungry 

group. The opening up of vast 
avenues of information and com- 
munication—through which this in- 
formation is imparted—has fostered 
an eagerness on the part of the ma- 
jority of us to become well informed. 
Proof of this is the fact that day in 
and day out, year after year, millions 
of copies of newspapers, books, and 
magazines, are sold throughout the 
nation. 

In recent years this hunger for 
information of all kinds has been 
capitalized by industry, Government, 
and other special interest groups, on 
the basis that a well-informed public 
is a decided asset. The consensus is 
—if you practice good public rela- 
tions, if you lay the facts concern- 
ing yourself and your business on 
the line for your public to evaluate, 
you will win their sympathy and sup- 
port for your product or cause. 

One of the most modern ot the 
public relations techniques adopted 
extensively in industry, is the elab- 
orate, fact-filled, annual report, in 
which a corporation gives its stock- 
holders a detailed accounting of 


management’s stewardship. Ever 
since the first bit of public relations 
annual reporting—when the U.S. 
Steel Company issued a detailed, 
carefully planned, easily understood, 
and attractively laid-out accounting 
of its activities for the year 1902— 
the practice has won widespread 
popularity. In fact, you are prob- 
ably familiar with the annual com- 
petition run by the magazine “Fi- 
nancial World” to select the best 
bit of annual reporting from among 
the nation’s outstanding companies. 

Today, therefore, I should like 
to employ this popular public rela- 
tions technique, to give to the share- 
holders in the electrical distribution 
industry an account of the steward- 
ship of that industry, particularly 
insofar as it concerns the prepared- 
ness effort. And who are those 
shareholders? They are the manu- 
facturers whose products we mer- 
chandise! 

Perhaps you electrical suppliers 
have never thought of yourselves in 
this light — but believe me, your 
stake in distribution is every bit as 
real—every bit as important to you 
—as is the stake of the individual 
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stockholder in the individual cor- 
poration. 

It is because of the essential serv- 
ices we perform for you and the rest 
of the community, that we distrib- 
utors exist today. You helped bring 
us into being. You helped us grow! 
Why? Because it was you, the manu- 
facturer, the mass producer, who 
first recognized the need for an effi- 
cient and economical system of mass 
distribution. 

And just as the stockholders share 
in the successes or failures of the 
company in which they have in- 
vested their savings, so you, too, 
share in ours. 

You have a considerable invest- 
ment in us distributors. You have 
invested time, money, and effort in 
order to help us to perform our func- 
tions more efficiently and success- 
fully in your behalf. You have edu- 
cated our personnel in the finer ap- 
plications of your products. You 
have helped to educate the customer 
as to the wisdom of buying through 
your distributor. 

And what have you gotten in re- 
turn? You have one of the finest 
and most economical systems of dis- 
tribution in the world today! 

You know—whenever I reflect on 
the importance of the electrical dis- 
tributor, and distribution in general, 
I cannot help but think of the sharp 
contrast which the attitude towards 
distribution has wrought in other 
countries. As you probably know, in 
many areas of the world the Dis- 
tributor or Wholesaler, if you will, 
is regarded as unnecessary. I don’t 
think I need to point out the conse- 
quences to you—less and less goods 
for fewer and fewer people. 

But in America the picture is far 
different, and fortunate it is for us 
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all. Wide-awake American manufac- 
turers today channel their products 
through distributors. Thus they pur- 
chase for themselves, at a cost mucl 
lower than they could otherwise af- 
ford, an efficient network through 
which more goods are made avail- 
able to broader markets at the low- 


est possible unit cost. 


lo get as complete a picture as 
possible of the functions which a 
distributor performs, it is necessary 
to turn back the clock for a moment 
and review the principles on which 
we built so well. These are described 
in the “Tenets of the Electrical Dis- 
tributor,” of which you are all, no 
doubt, cognizant. 
carry out these func- 


approximately 


Today we 
through one 


thousand member houses, embracing 


trons 


some 75 million square feet of ware- 
house space designed exclusively for 
the distribution of your products. 
are responsible for the 
billion 
dollars of the nation’s manufactures, 
which are sold through our 18,000 
held 


closely 


Yearly we 


distribution of close to six 


representatives who pursue 


every contact, and who are 
constantly studying every known ap- 
plication of electricity and electrical 
goods 

We have complete functional or 
ganizations, embracing management, 
sales, finance, credit, and technical. 
When 
Distributor, 


adding to 


you join hands with your 
you are automatically 
your effective working 


force, trained employees skilled in 


selling, stocking, and merchandising 
electrical goods. We promote your 
products, as well as stock them. We 
assume your credit risk and collec- 
We provide skilled 
sales personnel to supplement your 
the 


contact 


tion problems 


sales force at crucial level of 


customer We provide spe- 
to counsel on diffi 


We handle 


customer billing, thus saving you the 


cialists in sales, 
cult customer problems 


handling of thousands of accounts. 
We provide price and delivery in- 
formation. We furnish catalogs and 
\nd 


place value” to 


informative promotion above 


all, we give * your 
products by making them available 
where and when needed. We produce 
business in peace—and in war! 

That 
what you, the manufacturer, get for 


briefly—is a run-down of 
your investment in us, the distribu 


tors. These services add up to a 


market you 
otherwise could reach economically 


much broader than 
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They help reduce distribution costs 
by spreading them over thousands 
of items. They save you the time 
and expense required to co-ordinate 
and train special skills. They afford 
you an opportunity, better to plan 
your production, research, and de- 
sign. Certainly had we not per- 
formed these services efficiently and 
at a lower cost than you could have 
done, electrical distribution would 
not have enjoyed the tremendous ex- 
pansion which it has experienced 
over the past several years, 

I feel keenly that a great job has 
been done by our industry, and trust 
we have your approval of the prog- 
ress we have demonstrated. 

lo carry my simile a little further, 
I should like to bring to your atten- 
tion another of the progressive cor- 
porate public relations techniques 
the annual meeting of stockholders. 
Unfortunately, — the 
arising at these meetings, principally 


controversies 


on social questions, are all too well 
publicized. But the larger rewards 
are not so sensational and therefore 
we hear little or nothing of them. 
One of the latter is the keen in 
terest these meetings have aroused 
on the part of the shareholders in 
Latterly, 
beginning to ask 
“What can I do to 
help my company and further pro 


management — problems. 


stockholders are 
more and more 
and its. divi 


tect mv investment 


dends 2” 

In this connection, I should like 
to place myself in the shoes of a 
hypothetical manufacturer share 
holder 
and ask that same question! I'll give 

what I—at least—think to be 
' 


the proper answers ! 


in the distribution industry, 
you 

First, in light of the current pre 
paredness program: When you are 
after Government business, 


going 
either bid or negotiated, we certainly 
hope you will go the limit in present 
ing your Distributer’s place in sup 
Further than that, 
would 


plying the needs 


we believe it be most bene 
for all tor 


train and instruct your field organi 


ficial concerned, you to 
zation in order that they might ap 
preciate, as much as you do, the real 
distribution. Show 
them how they can help in their own 
held contacts 
Government, both in prime contrac- 


value of your 


work, in toieir with 
tor and sub-contractor negotiations. 

Phe distributor's position with re- 
gard to the preparedness program 


is legally clear. It is recognized in 
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The Defense Act of 1950. 

In obtaining defense business that 
suits your equipment and skill, do 
you consider the necessity for the 
preservation of this elaborate distri 
bution network, which you have 
helped to build at great expense, by 
seeing to it that Distributor 
handles as much of the sub-contract 


your 


ing work as possible? 

In these days of spot shortages 
of critical materials, do you revert 
to the antiquated and costly method 
of employing traveling expediters, 
unlimited accounts, 
Distributor is 


with 
when 


ex] eTISe 
your located 


somewhere on the scene, ready to 
perform this function for you? | 
would like to take this opportunity 
to emphasize to you that your Dis 
tributor is extremely well qualified 
to handle a// of your procurement 
problems. I might even go further, 
and say best qualified 

Procurement is part of our daily 
routine. We are in constant touch 
with sources of supply and are con- 
tinually investigating new sources 
for emergency needs 

If you—-as 


electrical distribution industry 


shareholders in the 
are 
as deeply concerned as you should 
be regarding the health of the busi- 
ness, it would be wise for you to give 
more thought to the many ways in 
which you can help us. I particularly 
mention this in view of what hap- 
pened during the last national emer 
TIC) 

Then 
which 


ue 
there were some industries 
out for and 
they did so with 


out a forward plan for resumption 


went all war, 


rightly so. BUT 


of their peacetime position. Conse 
quently, in the very beginning of 


the post-war era, they were put to 
great expense, rebuilding their dis 
all li ra ls 


I'm sure you all want to avoid a 


tribution at 
repetition of that experience. I sin- 
cerely believe it can be escaped, pro- 
vided you give proper consideration 
right the 
which you can usefully employ your 


now, to many ways in 
Distributor today, and give him your 
every support. I urge that you tie-in 
your programs with the well-defined 
methods of lending support to the 
distribution industry 

Thus far I have devoted my report 
to the shareholders of the electrical 
distribution industry, to what we 
do for you and what you can do for 
us. A third significant part of this 


report concerns what we are doing 
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For there is no real 
help for him who lacks the strength 
to build for self-sufficiency 


for ourselves. 


N.A.E.D. Has Built For Preparedness! 

The story is an interesting one, 
and I believe it will be encouraging 
for you to know of our program 
much of which is in being right now. 

What follows are the fruits of the 
efforts of our President, Jim Peirce, 
the headquarters staff, and important 
conunittees of our Association 

I-ver since Korea, we have contin- 
ually studied the defense effort in 
every way, in order that we might 
determine what our course would be 
in behalf of the preparedness effort. 
We the that 
with our background, training, and 
experience in the electrical distribu 
tion field, where it became essential 


came to conclusion 


for us to know the technical aspects 
and end uses of the more than one 
hundred thousand items we handle, 
we should organize to fill a need in 
balanced distribution 

In terms of the nation’s electrical 
needs, this meant a two-pronged at- 
tack on the problem. First, it 
urgent that we plan immediately to 
co-operate in ' 


was 
every way toward 
realization of the goals of the pre 
paredness — effort. 
equally as vital 


Second and 
we felt it our duty 
the fullest 
extent, the requirements of the essen- 


to continue to serve to 
tial civilian portions of our economy. 

In our picture tor preparedness, 
we continue to our present 
customers in their defense-rated pat 
tern, in 
light, 


serve 


such fields as and 


connnunications, 


power 
electronics, 
appliaices, 
struction 


and defense plant con 
These customers are, of 
course, the private utilities, the rail 
roads industrials, oil 
R.| 
state, and municipal power projects, 
among many others 


and gas pip 


lines, \. Co-operatives, Federal, 
In addition, we 
are taking care of all allowable civil 
lan requirements 

\side from this peak load, we are 
also serving all 
military 


Governmental anid 
establishments, 
this 


standard as 


wherevet 
located in 
their 


country, caring for 


well as special 
needs. ‘hese special needs embrace 
kit assemblies, assembling and pack- 
aging of various components ; repait 
radio and electronic 
nd aircraft parts and 
equipment ; light manufacturing and 
assembly, 


services for 


equipment 
har 


such as electrical 


nesses for motive and aircraft com 
ponents ; and other specialized serv- 
Wes 

ur constant pyrpose is to main- 
tain the importance of the facilities, 
services, and experienced personnel, 
our offer, 
through performance, to the end that 


which business has to 
there will be no question whatsoever 


as to our necessity to the nation’s 
welfare in peace or in preparedness 
But program 


does not stop at the military and 


our preparedness 


industrial levels. We have explored 


the nation’s electrical necessities 


even further, and have come up 


of the 
Here 


with a program in 


civil 


support 
effort 
are some of the things the electrical 


nation’s defense 
distributor does for civil defense : 
First, he conducts a careful study 
and analysis of the materials that 
will be required in his local program 


and can be furnished, as illustrated 


bel Ww. 


Each distributor prepares a_ full 


and complete list of suppliers of all 
items that would be needed in case 
of emergency or disaster, and always 
has at hand names of individuals 
who could be reached for emergency 
action, Maps are prepared and im 
mediately made available to all key 
personnel, showing location of emer 
stocks and from what 
best shipment could be secured 
Further, surveys 
his territory and establishes the prac 
tical limits within 
render 


gency pomt 


each distributor 
could 


which he 


emergency service on each 


class of disaster material, and builds 


up his warehouse stock position ac 
cordingly. A key organization 1s set 
up with appropriate supervisors an | 
alternates for each member. The du 
ties of this group are to select and 
materials for emergency 01 
disaster Naturally 
place should provide for necessary 


deliver 
use. any such 
records and accounting of materials 
Again, electrical distributors 1 
each distribution center establish a 
technical committee, which is made 
available for consultation with the lo 
cal civic authorities. This group has 
technical and practical knowledge ot 
electrical materials and their appli 
cation. They are the logical persons 
upon whom the civil defense author 
ities will call for advice, in planning 
all local defense establishments and 
communications systems, and in pre 
the 
systems im test or emergency 
will 


such 
Such 


paring for operating ol 


a committee also guide local 
authorities in the selection and spect 
fication of materials which are read 
ily available and can be used with 
the least drain on critical supplies 

Our program also contemplates a 
similar position in marine equipment, 
to cover shipbuilding, reactivation, 
maintenance—as well as general 
shipboard equipment such as light 
communications, and 


\\ e also 


grammed to adopt a similar special 


ing, signaling, 


harbor defense. lave pro 


ized service for the aviation field 


So you can see—you shareholders 


in Electrical Distribution—that your 


industry is an alert and aggressive 


one—one that is in tune with the 











SERVING STANDARD and SPECIAL NEEDS of 
GOVERNMENT and MILITARY ESTABLISHMENTS 
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Defense : 
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MEDICAL 
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FIRE 


MATERIALS NEEDED 


COMMUNICATION 
times, and—INTENDS TO STAY 
THAT WAY! 

As a final touch to this report, I 
should like to digress briefly from 


the actualities of electrical distribu- 
tion, and engage in a little general 


TOOLS 


observation on our country’s present 
position in light of current world 
conditions. In so doing, I won’t ac- 
tually be digressing from our indus- 
try problems, but rather, I believe, 
pointing them up. For in today’s in- 
terdependent existence, nothing of 
can happen in the 
World’s most remote corners but that 
it does not affect the life of every 
one. 

Let me start out by saying that 
it is my firm belief that our country’s 
present and future position is quite 
clear. At long last we have come to 
recognize that spiritual and moral 


consequence 


force alone are not sufficient in fac- 
ing down the despotic and aggres- 
sive dictatorships. We as a nation are 
now following the pattern laid out 
by the late Secretary James For- 
restal, in creating the only logical 
answer to the dictators’ designs—a 
power greater militarily and econom- 
ically than any on earth. What is 
more, we have demonstrated our de- 
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termination to use this power to pre- 
and if necessary— 
free and 


serve the peace 
our very existence as a 
democratic people. 
Unfortunately, 
times that our singleness of purpose 
But this is the 
conclusion of those who do not know 


it may appear at 


wavers. erroneous 
our basic characteristics as a people. 

America is fundamentally a nation 
of extremists. We may blow hot one 
time and cold another. But this much 
has been proved—once we make up 
our collective minds, nothing can 
stop us! And that is just what we 
are in the process of doing today 
insofar as armed might is concerned. 

The waverings, the fluctuations, 
are evidences of the struggle going 
on, in making this transition of the 
American spirit. For it goes against 
the grain of our national background. 
It reverses an historical pattern 
which was set back in revolutionary 
times, a pattern which has its roots 
in the Continental Constitutional 
\ssembly ! 

There never was gathered to- 
gether a more learned group of prac- 
tical idealists than our founding 
fathers. Many were Latin scholars. 
Most were keen students of history 


and of their times. They were true 
revolutionaries, as proved by their 
aim to establish a firm foundation 
for a new nation without parallel 
in history, particularly in regard to 
individual liberties and human rights. 

Being students of history, and 
living under despotic rule, they knew 
much of dictatorship and tyranny. 
They felt a great abhorrence for 
power in being, and therefore sought 
to make sure that our country would 
use every means to prevent vast 
standing armies and navies, which 
are the keystone of dictatorial con- 
trol. 

We have always been a peace- 
loving people. We sought no terri- 
torial gains. We felt safe from for- 
eign interference because we had a 
great expanse of oceans to protect 
us. This proved to be a wise decision 
up to a point 

That point has been reached to- 
day. In the past few years we have 
seen time and space annihilated and 
have been forced to the conclusion, 
through sad experience, that in to- 
day’s order for nations the only way 
we can maintain the principles for 
which we stand is to be prepared to 
defend them 

Being realists, we have agreed 
that if that is the way the interna- 
tional game has got to be played 
then that’s the we'll play it! 
And so we about to 
change the historical pattern of our 
thinking 

The fact that the ardor of many 
people for the defense effort seems 
to have cooled is only proof that 
this change is a struggle. But have 


way 


are setting 


no fear. It will be made. It is being 
made. Americans at long last are 
awakening to their own needs. 

I look to the continuance of our 
“muscle-building” program for a 
long while to come. 

Therefore, it has been with a 
great deal of satisfaction and pride 
that I have reported to you your 
distributor’s progress and forward- 
looking planning. 

We are helping to build the might 
of America; helping to bring into 
being this great power for peace. At 
the same time we are praying with 
that we will never 


all our hearts 


have to use it! 


“Excerpts from an address delivered before 
the 43rd Annual Convention of N.A.E.D., 
at Atlantic City, N. J., May 25, 1951. 
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A Convention Highlight 


The President's Annual Report 


T HAS been the custom of your 
presidents in addressing you at 
Conventions to deal in the past 

briefly and then to tell you about 
their prognostications for the year 
to come. You can imagine the em- 
barrassing position in which I find 
myself. Certainly the past year is 
etched in strong acid on our mem- 
ories and if anyone can find a crys- 
tal ball that is not fully clouded for 
the future, at least I am not that 
person. 

Less than a year ago we met in 
session in Atlantic City the week of 
June 12th to be exact. Within eight 
days of this meeting the Korean war 
was upon us and most of the prob- 
lems we had discussed were quickly 
supplanted with new and different 
ones. 

Most of us have been pushed out 
of our ruts, forced to alter our plans 
for the future, and the only thing 
we are sure of today is that change 
is in order for the coming year. | 
think we will agree that this has not 
necessarily been bad for us. It is 
well to know what the real chal- 
lenges are and not be fooled by the 
temporary ones or the propaganda 
ones. 

Remember when we decided there 
would be no more appliances in 
1950 and some of us let salesmen go 
and tried to find things to do with 
warehouse space. Then suddenly we 
did not have warehouse 
room or the salesmen to sell the 
inventories. We must lick inflation 
so we build more high priced mer- 
chandise than ever before. We will 
have price control if prices are not 


enough 


kept down, so many people raise 
prices to get under the wire before 
controls are put on. The stock mar- 
ket falls because of a ‘“‘peace scare” 
and some very objectionable people 
talk about waiting for another scare 
to sell out our inventories. People 
are telling each other to buy your 
television and appliances and auto- 
mobiles now, the few available later 
will be of inferior quality. Now they 
say don’t buy—prices are coming 
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down. OPS comes out with ceiling 
prices to find a great deal of mer- 
chandise is selling below ceiling. 
The old law of plenty of supply can 
do wonders. In October the Korean 
war was supposedly behind us, in 
January it was running over us. 
Early this year you were told that 
anything with steel and copper in it 
was money in the bank, and yet 
many distributors and dealers are 
now hard pressed to find any money 
in the bank to pay for it. We are 
told don’t be fooled by this tempo- 
rary situation, shortages are just 
around the corner and prices will go 
up again. One manufacturer cuts his 
prices, the next manufacturer guar- 
antees his prices. 

A merry-go-round of economics 
and propaganda with our electrical 
industry occupying the spotlight as 
one of the dizziest performers. Can 
anything be done about it? I agree 
with the many people who think that 
many things can be done and that 
distributors are in 

position to help 


we as electrical 
a most 
stabilize the chaos. 

People have been comparing this 


strategic 


crisis to the last war, and remember- 
ing the last war, people made up 
their they would not be 
caught this time. They would as 
individuals or businesses buy every- 
thing they needed or might need 
in the future 
hysterical buying swept the coun- 


minds 


now. So waves of 
try and swelled and ebbed depend- 
ing on the daily situation. 
Everyone operating in an attempt 
to outsmart everyone else. Like each 
war is waged a little differently 
from the preceding ones, so a po- 


news 


tential war situation may have to be 

attacked from a different economic 

viewpoint. 
What 


can we distributors do 


June, 1951—ELECTRICAL WHOLESALING 


W. G. Peirce, Jr. 


about it? I suggest that we get back 
to our real job which is selling, sell- 
ing the need for merchandise. Let 
us keep on everlastingly educating 
our salesmen, our dealers, and 
through them the consumers on the 
use value of our equipment, on why 
they need it and should have it. All 
of us have been depending on short- 
age selling, the buy it now or you 
can’t get it by one means or an- 
other, in fairly short order give us 
quantities of civilian goods. Let the 
distributors of this country realize 
our job is selling these factory out- 
puts, not one of allocating them. 
We can also improve our impor- 
tant position as the link between 
dealers, consumers and the factories 
We must stand 
feet tell our 
the facts about the 
markets we serve. Again the insidi- 
ous evils of short selling have crept 


that we 
on our 


represent. 


own two and 


manufacturers 


into our relationships with suppliers. 

Thirdly, we can be useful to Gov- 
ernment, properly advising them of 
conditions and in letting them know 
our opinions. In the garrisoned 
state, government must have a larger 
power over our business lives than 
we have been used to or will want. 

The importance of our trade as- 
sociation in these days of change is 
a growing one. I believe that our as- 
has kept with the 

our industry that 
association in this 


sociation pace 


growth of and 
there is not an 
country that has over a period of 
years a better record of construc- 
tive effort and unselfish service to 
the people of this country and the 
industry it serves 


*Excerpts from a report given before the 
43rd Annual Convention of N.A.E.D., at 
Atlantic City, N.J., May 23, 1951 
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A Convention Highlight 





HIS is quite an occasion for 
me! First of all, it happens to 
be the 35th anniversary of my 
initial attendance at your Spring 
meeting. And without trying to be 
nostalgic, I can’t help but note the 
changes that have 
1916. 
A really 


: ; 
happened since 


associanon = as 

\tlantic City 
Homestead at 
Hot Springs, new faces, new names, 


large 
small 
the 


against a one, 


instead of Old 


new problems. Why, you have even 


changed the name of your business! 
In the old days you were just plain 
‘jobbers”—then you progressed to 


the position of ‘“wholesalers’’—and 
now you have reached the dignified 
“distributors.” Well, it 
little to call 


yourselves, just as long as we can 


ata of 


matters me what vou 


still call each other “friend.” 

| have another anniversary at this 
that just 
vears ago | had the honor of ad 


time, 


5 


too. It so happens 


dressing your association. As a mat 


ter of fact, when I was thinking 


about what | would sav today. I be 
curious to learn what a 
then 


nerve to say to a 


came young 


buck—which I was would 


have the distin 
guished gathering such as 


| read 


you. So 
and I'll 


admit, I was just a little proud of it 


over what I said 
ne paragraph in particular struck 
e because it voiced something that 
Is as true today as it was then—and 
will be 25 years from 
The 
industry of necessity is divided into 
the central 
manutacturers, the 
iad better change that to ‘distribu 
tors,’ hadn‘t 1?) and the contractors 
We are the 


that each group 1s dependent upon 


as true as it 


today. Here it is electrical 


four groups 


stations, 


the jobbers (1 


comi to realization 


the other groups—none can be truly 


successful without the cooperation 


of the rest This calls for unitv of 
effort. It calls 


f our activities, 


thought and unity of 
for the coordinatior 

so that 
or useless 


work will not be duplicated 
expenditures made. Only 
by every group striving for the same 
goal, with each group having its par 
ticular duty 


to perform, will we be 


successful.’ 
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| suppose that is a pretty 


cooperation” ia the 


Taney 
way of defining ‘ 
electrical industry. But, fancy or not, 
it ts true 
then 
ahsolutely 


true—-as now as it was 
Industry-wide cooperation is 
the 


power that is electricity is going to 


essential if great 
contribute its fair share in the de- 
effort of And 
such cooperation is impor- 


fense our country 


just as 
are to be successful in 


maintaining a high 


tant if we 
standard of liv 
time as we pr wide 


ing at the same 


for our defense 


Ready ? 


Is The Industry 


It is timely to ask if our industry 
is presently equipped to take on the 
added burden incident to the defense 
ettort 
no doubt about it, with the probable 


Generally speaking, there is 


exception of extremely large blocks 


for the in 


creased capacity in such 


ot power necessary 


industries 
is aluminum, chemicals, steel, etc 
I:ven in these cases .the power will 


} 


be ready by the 


time the projects 


are ready for the power. So we find 


the utilities set to do 
\nd I feel sure 


manufacturers 


their part 


that the electrical 
and contractors, as 


well as you distributors, are ready 
or our part. 

\s for manufacturers in general, 
those outside of our own particu 


lar industry, they too are adding to 
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their facilities and tooling up for the 
increased output that is necessary. 
One thing that can be a retarding 
influence, however, is the plant that 
has an electrical system that is 15 
to 20 years old. With the additional 
loads that have been and are being 
placed on such lines, there is little 
doubt but that they are completely 


obsolete, inefficient and even dan- 


gerously near the breakdown point 
The unfortunate part of the mat 
that most of the 


ter Is companles 


having these obsolete ele 
don't 


situation 


trical sys 
tems realize the seriousness 
It is here that our 
ept the 
that these companies 

them 
lost efficiency due 


of the 


industry must ac responsi 
bility to see 
told 


in the matter of 


are what this means to 


to drop in voltage and possible loss 
of production due to the breakdown 
of overloaded circuits. 
Without trying to push my 
company into this discussion unnec- 
that we 


own 
essarily, | might say are 
relevant to 
We have a 


for cooperation between 


doing something very 
this particular subject 
plan calling 
the | 


several our indus 
try. The plan is not designed to sell 


branches of 
any particular product, mind you. It 
is designed to sell an tdea—an idea 
that cuts across the whole industry 
We call it “power up and be pre 
loes focus atten- 


pared’’—and it d 
for electrical 


tion on the great need 


modernization in industry generally 


It is one tool that 


appens to lend 
itself to industry preparedness—and 
it does 
our industry 
And now vot ’ 

all of ni to do 


which | 


call for within 


itself 


cooperation 


well ask, what 
the 


am supposed to 


has with 
subject on 


talk 


ple. What I have said has very little 


he answer, of course, is sim- 


to do with copper except that you 
have to have copper for the insulated 
wires and cables and electrical ap 
paratus that are so necessary for the 
rehabilitation of poor, old, worn out 
electric circuits 

As a matter of tact, | going 
to take the broadest possible liber 


am 


ties with the printed subject of my 


talk. One reason for this is that | 
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SO YOU NE 


was importuned by your Associa- 
tion to give them the title of my 
talk at least a month ago. At that 
time I was in such a state of mental 
confusion that I had not the remot- 
est idea what I could talk about. 

I might add parenthetically that 
this state of confusion has not im- 
proved as I find myself more be- 
wildered than ever. You who follow 
D.P.A., D.E.P.A., N.P.A. and 
O.P.S. can well appreciate what I 
am saying. In other words, to try 
to explain before an open meeting 
such as this, just what is going on 
in the agencies mentioned and what 
it all means, is risky business. 

That we should just sit back and 
do nothing about it, is not the an- 
swer—not by a long shot. On the 
contrary, if men in industry don’t 
lend a hand and don't give the peo- 
ple in Washington the benefit of 
their experience, they will miss a 
good supposed to be 
running seven mills for my company 


bet. I am 


but | am now one of the commuters 
from New York to Washington. My 
competitors are doing the same 
thing. 

\nd I want to take this oppor- 
tunity to stress the fact that those of 
us who are mixed up in this Wash- 
ington race are not fighting for our 
individual companies alone. Not at 
all. It is a situation where the thing 
that is good for one is good for all. 
We are fighting for our industry, 
our competitors—large 

and for d.stribu 


including 
and small you 
tors as wel 

In this connection there is no bet- 
ter time than now to give particular 
(and 
toughest) competitors, Jim McDon- 
ald and Howard Brinton (1 
name others). They have been in 
this battle of Washington right up 
to their ears and all of us can well 
be thankful for it 

There is another thing | 


credit to two of my largest 


could 


don't 
I don't 
want you to think for one minute 
from what I 
confusion that exists in Washington, 
that the people we deal with directly 
in N.P.A. and O.P.A. are arbitrary, 


want you to misunderstand 


have said about the 


By W. E. Sprackling* 
Executive Vice President 
Anaconda Wire and Cable Company 


unsympathetic or 
Far from it. 
They are mostly men of the same 


uncooperative. 


make-up as Rolston. However, the 
job they have been called upon to 
perform is a tremendous one and 
fantastically complicated. The prob- 
lems to be solved and the disagree- 
ments that must be resolved are so 
numerous and the 
tense that bedlam 
cure in comparison. 

Take this Controlled Materials 
Plan for example. Fundamentally, 
in a controlled economy such as we 


situation is so 


itself is a rest 


now have, C.M.P. is a sound system 
by which to distribute scarce mate- 
rials for the benefit of the defense 
ettort 
civilian 


for the maintenance of 
the 
It is supposed to control our 
controlling 


and 
our economy at same 
time 
national production by 
the distribution of three scarce met- 
als—steel, copper and aluminum. 

That may sound simple but to put 
the plan into operation requires a 
fantastic amount of planning, figur- 
ing and paper work, to say nothing 
of resolving the thousands of dif 
ferences of opinion as to the degree 
of essentiality of the many programs 
whether they be defense or civilian 
The D.P.A. and N.P.A. are laboring 
right now figuring out just how the 
supply pie can best be cut 

Of course, T am not going to ex 
plain the C.M.P 
my province. Besides there are pub- 
lic documents and editorial matter 
that give excellent resumes of the 
plan. What I do want to say, how- 
ever, is that 
of C.M.P. remain unchanged, the 


that is not within 


while the basic rules 


degree of essentiality of various 
programs are shifted from time to 
time. This means that the tonnages 
of the three controlled materials that 
are allocated to various programs 
are also changed so that the manu 
facturers of the end products really 
don’t know where they stand 


Now it is axiomatic that, 
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ED COPPER! 


dustry is to be run economically, 
it must plan ahead. Production con- 
trol is essential to well run 
manufacturing establishment. And 
you can’t control production if you 
don’t know how much raw material 
will be available. A person has to 
be thoroughly familiar with the 
manufacturing under- 
this and has 
never been mixed up in 
facturing doesn’t appreciate the im- 
portance of this. And so the sooner 
the various industries are given a 
definite answer as to what percent- 


any 


business to 
who 
manu- 


stand someone 


age of capacity they will be allowed 
to run at, the better off the country 
as a whole will be. Labor, too, will 
be affected just as much as the 
business man, Lay-offs due to cut 
backs in 
be a common occurrence 


manufacturing schedules 


will and 
that won't make the laboring man 
very happy. 

But the C.M.P 
have the Office of 


tion to contend with 


We also 


Stabiliza 


isn't all 
Price 

I wonder how 
many men in this room have read 
the three regulations that concern 
us. I refer to the general price regu 
lation (The G.C.P.R.), the general 
manufacturing regulation (Reg. 22 
and the machinery regulation ( Reg 
30). If this 


room who have read them through, 


there are ten men in 


I hazard a guess that not over one 
understands them 
| know that vou distributors have 
been worried about the possibility of 
a roll back in the prices of wire and 
You may well be 
therefore, in what our 
been through in the last 
We were first told that we would 
he regu 


Regulation 22 


cable interested, 
industry has 


two weeks 


operate under all three of t 


lations —G.C.P.R., 
and Regulation 30. That would have 
been an extremely serious situation 
Without boring you with details, | 
that we finally 
in the metals 
the 


will merely 
landed in one 


which 


report 
yrece 
division operates under 
general price regulation 

This will allow us to proceed in 
an orderly manner to determine in 


dollar 
This | 


dustry and cents price ceil 


ings will he 


might add 





monumental job due to the fact that 
our particular branch of the elec- 
trical industry is extremely compli- 
cated, being, in effect, a multiplicity 
of businesses. 

Now if I can disgress for a min- 
ute, I would like to picture a com- 
pletely baffling state of affairs. Cop- 
per is scarce. We all know that. We 
need all we can get. We can’t pro- 
duce enough domestically, so we 
must buy abroad. So first of all, for 
well over a year we maintained a 
tariff barrier of 2¢ per pound. This 
tax certainly had the tendency to 
reduce the amount of copper coming 
into the country—fortunately the 
tariff has been withdrawn this week. 

In the meantime, O.P.S. has 
placed a 241%4¢ ceiling on copper in 
this country—that’s all a refiner can 
get. But Europe is in short supply 
too and bids the price up to 27%4¢ 
and higher. The result of course is 
that copper produced abroad that 
usually flows to this country—the 
copper we need so badly—goes to 
Europe. I do not know whether the 
funds used for these purchases by 
European countries came indirectly 
from us or not. 

Further, is it logical for our gov- 
ernment to keep on stockpiling cop- 
per when our civilian economy 
needs it? After all, in the event of 
an all-out effort, every pound of 
copper would be used for only of- 
fensive and defensive purposes any- 
way. 

I tell you when anyone starts 
trying to control the fundamen- 
tal law of supply and demand— 
not only on a national but an in- 
ternational basis—he is flirting 
with trouble. 

All of this adds up to the fact that 
the wire and cable industry will 
have a very necessary breathing 
spell. There should be no immediate 
price roll back and we will prob- 
ably be allowed to stay in business 
for a while longer. : 


Proceed with Discretion 


As a result I should say that you 
can go ahead with your wire and 
cable business with better than a 
50-50 chance that you gan operate 
on the basis of not taking a loss on 
wire for some time to come. But I 
hasten to add that you must use dis- 
cretion at all times, and be eter- 
nally vigilant as to the new regu- 
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lations that are constantly stream- 
ing from Washington. 

Getting back to C.M.P. for a 
minute and the position that you 
electrical supply distributors will 
have in it, I can not give you de- 
tails. You will have men represent- 
ing the N.P.A. talk to you, who 
are much more conversant with the 
latest situation than I am. At least 
it should be reassuring to everyone 
to know that there are men in 
N.P.A. representing our industry, 
who know what your problems are 
and are sympathetic to them. 

They know what an important 
part the distributor plays in the dis- 
tribution of electrical products. 
There is no reason for me to state 
here what that part is, suffice it to 
say that N.P.A. officials know what 
it is. Your job is to see to it that 
competent representatives of your 
industry are placed in strategic spots 
in N.P.A. in order to help the vari- 
ous divisions with information as to 
how you should fit into the general 
picture. 

You suffered materially in World 
War II at the outset of W.P.B. This 
condition was rectified under the old 
C.M.P. I believe it is your responsi- 
bility. to see to it that in this new 
C.M.P. we start where you left off 
before. 

Now that my time is practically 
up, I will get around to the subject 
of my talk “So You Need Copper.” 
Well, so does practically everybody 
else. We wouldn’t have a shortage 
if they didn’t. And that shortage will 
continue just so long as the govern- 
ment needlessly continues to in- 
crease the stockpile as I told you 
and just so long as copper producers 
are burdened with labor troubles, 
something that is more prevalent 
abroad than here. 

As for the future, many copper 
companies are expanding their pro- 
duction both by increasing tonnage 
from existing camps as well as open- 
ing up new projects. That is true 
here and abroad. My parent com- 
pany alone is spending some $120,- 
000,000 in Chile as well as extend- 
ing its Montana operations. Unfor- 
tunately, we won’t feel the effects of 
this for some time. I would hazard 
@ guess that increased production 
might begin to show up in a small 
way a year from now. However, the 
real effect will not be felt for several 
years. So the immediate future can 


only be helped by a cessation ot 
stockpiling on the part of the gov- 
ernment, 

As to how you, as an industry, 
will fare, my prediction is that you 
can not hope to hold to the high 
level of sales that you have had re- 
cently. This will be due to the great- 
ly increased tonnage of copper going 
into strictly war material. This will 
necessitate the limita- 
tion orders by N.P.A. reducing out- 
put in industries whose require- 
ments ordinarily flow through dis- 
tributors. 

As you probably know, within the 
week, copper fabricators were told 
by N.P.A. that, starting July Ist, 
they must devote 75 percent of their 
copper supply to filling rated orders. 
That means a big cvt-back in copper 
for consumers’ durable goods and 
other products outside of defense 
and defense supporting industries. 
If this ratio of 75 percent rated to 
25 percent non-rated orders prevails 
for the wire and cable industry, I 
should imagine that the same ratio 
would prevail for the wire and cable 
business vou distributors handle. 

The final answer, of course, will 
have to from C.M.P. itself 
because C.M.P. will ultimately de- 
cide just where ea! und of cop- 
per will go. With the final alloca- 
tions made, the controlled materials, 
one of which is wire and cable, will 
flow to the end products through 
their normal channels of distribu- 
tion. And so you in turn will be 
limited to that wire and cable al- 
lotted to the trades which you nor- 
mally supply. 

This problem is one of the most 
importance to you. I feel that both 
as an association and as individ- 
ual companies you must spend a 
goodly amount of time on this 
whole matter in order to see that 
you are not overlooked in any 
part of the C.M.P. You must try 
to find the answer in plenty of 
time so that, as far as your oper- 
ations are concerned, you can 
properly cut your cloth to fit 
the resulting pattern. 

As for myself, I am looking for- 
ward to the time I can quit this 
Washington commuting and go back 
to the wire and cable business. 


issuance of 


come 


*Excerpts from an address delivered before 
the 43rd Annual Convention, National 
Association of Electrical Distribution, At- 
lantic City, N.J., May 24th, 1951. 
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Its Daily Doings 


Wholesaler preparedness was keynote of the recent convention of 
National Association of Electrical Distributors at Atlantic City 











distributor in the nation’s de- 
fense effort, how he can most 
effectively integrate his operation 
into that program and employ vig- 
orous selling methods to create pres- 
ent and future business were fea- 
tured at the 43rd Annual Conven- 
tion of the National Association of 
Electrical Distributors held at At- 
lantic City, May 20-25. The attend- 
ance is reported to have exceeded all 
past records at this year’s meeting 
during which sessions were held at 
the Chelsea Hotel while some 200 
manufacturers’ conference booths 
were located nearby in the Ambas- 
sador. 
“There is nothing wrong with our 
economy now and in the future that 
vigorous selling could not and will 


Tae importance of the electrical 


By Albert Pfaltz 


Convention Reporter 


not cure,” Chas. A. Morrow, vice 
president in charge of sales, Mullins 
Manufacturing Corp., declared in 
the opening address at the Appli- 
ance Division Convention on May 
22. His speech, entitled “Distributor 
Success Plus Complacency Equals 
? ? ?”, stressed the fact that “there 
is too much laxity existing today on 
the part of distributors because they 
stick too closely to their headquar- 
ters.” 

Mr. Morrow suggested that no 
matter what conditions prevail there 
must be selling. Selling, he said, is 
always a dynamic and a creative 
force which “must be continually ex- 
ercised to be available and strong in 
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time of need. We are selling to a pa- 
rade, not a standing audience.” 

Summarizing the steps that dis 
tributors should take to carry their 
organizations safely beyond this 
“economy of uncertainty,” Mr. Mor- 
row concluded : 

“1. Departmentalize. 2 
more capable assistants and delegate 
more authority to them in all sales 
departments. 3. At all costs keep 
your faithful salesmen have 
proved their worth for they are your 
backfield team. 4. Administer your 
advertising funds wisely and prop- 
erly supervise your dealers’ public- 
ity activities. 5. Hold more dealer- 
management meetings. 6. Visit your 
dealers more regularly. 7. Initiate 
sustain more dealer-training 


Deveiop 


who 


and 
meetings. 8. Take the responsibility 
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R. M. Johannesen, chairman, Apparatus 
and Supply Division 
g sales manpower for 
vour dealers See that your deal 
ers sell their prospects on the “Lay 
\way Plan.” 10. Show the same 
and enthusiasm _ that 
ou your first success.” 
elaboration of the ten rec 
distributor 
Morrow pointed out 


leadership 


mmendations to man 


listributing job is 


neerns whose top 


executives actually work closely with 
s and know their 


than just 


their organizatior 


dealers more intimately 
casual speaking acquaint- 


When a distributor 


having a 
ance with them 
realizes he is principally in business 
to render a ‘merchandising service’ 
in his speefied territory, beyond the 
warehousing and 


mere motions of 


sales—thus helping the dealer in all 


activities to move his merchandise 
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and teach him to be a better business 
man—he is then fulfilling his right- 
ful position in the industry.” 
Chairman Benjamin Gross, presi- 
dent, Gross Distributors, Inc., pre- 
sided during the sessions of the Ap- 
pliance Division Convention. In his 
opening remarks, Mr. Gross stated 
that Convention registration was the 
“largest in our history.”” He empha 
sided the special importance now of 
a strong, active and alert association 
in its representation of the industry 
to cooperate with Washington in the 
Mr. Gross wel 


defense program 


comed the many manufacturers and 
guests present. We distributors, he 
said, consider ourselves to be the 
“extended sales arm of our manu 


facturers lems are our 


their prob 
1 


problems, and by the same token, 
ours are theirs.” 

K. G. Gillespie, of Jenkins, Whole- 
Div 1 
man of the Major Appliances Com- 
the 


in Chicago 


sale Kansas City, and chair 


mittee, reported on 
successful meeting held 
last January. The discussion at this 
meeting centered around NAED’s 


Washington activities and the meet 


then very 


GOVERNMENT PANEL—Speaking on the subject “Cooperation with Govern- 
ment Agencies for Preparedness” were: (seated, left to right) Glenn E. Rolston, 
chief, wire mill branch, copper division, NPA; Leslie P. Doidge, director, end 


products division, office of civilian requirements, NPA; 


(standing, left to right) 


Luther D. Shank, chief, electric products branch, building materials division, NPA; 
Commander Clarence Cisin, office of public information, Devartment of Defence; 
John F, Skillman, director, CMP procedures, NPA 
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are a good many of the record number 


ing of the Radio and Television and 
\ppliances Wholesale Advisory 
Committee with the Office of Civilian 
Requirements of NPA. 

Speaking of a more recent meet- 
ing in Washington, Mr. Gillespie 
said that “five months from now we 
will be happy to have this (present ) 
backlog of merchandise.” He stated 
that the inventory situation had re 
sulted from a combination of over- 
production and the terrific sales de 
terrent created by Regulation W 


(government officials 


group that nickel (for which there 





advised the 


is no substitute in the manufacture 


of tubes and all heating elements 


used in appliances) is a most crit 


ical material and will remain so as 
the military demand 
The group was also told that 


long as is SO 
heavy 
regardless of information to the con- 
trary, steel is short—with 3,000,000 
additional tons of scrap needed to 
keep mills operating at capacity to 
the end of the vear 

\ resolution on local newspaper 
advertising rates was presented to 
the Appliance Division Convention 
as a report of the Resolutions Com- 


er 


HONORARY MEMBERS—W. G. Peirce, Jr., (third from left), NAED presi- 
dent, stands with former members of the electrical wholesaling industry to whom 
he has just presented certificates of honorary life membership in NAED. The 


honorary members and their former affiliations are, left to right: 


Martin A. 


Buehler, Graybar, Dallas; Claude G. Matthews, Graybar, Houston; Mr. Peirce; 
David H. O’Brien, Graybar, New York; Henry H. Tully, Doubleday-Hill Electric 


Co., Pittsburgh: Austin 


June, 


J. McCall. Graybar, New Orleans. 
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of members and guests who 


registered. 


Benjamin Gross, chairman, Appliance 


Division 

\lter is chair 
man. Peter Sampson, a member ot 
text of the 


mittee of which Harry 
the committee, read the 
resolution which called for the trans 
mittal to all daily 
NAED’s booklet entitled, “A 
tical Way to Help Small Business’ 
in order to advise them of the Asso 
action to regarding 


newspapers ol 


Prac 


clation’s date 


discrimination in such advertising 
and urging them to discontinue such 
practices. The resolution was unani 
mously adopted 
The subject ot 
advertising was reviewed by Vernon 
Brooks, director, general advertis 


Scripps- Howard 


local newspaper 


ing department, 
Newspapers, in a brief talk follow 
ing the adoption of the resolution 

The Convention then adopted a 
resolution read by Raymond Rosen, 


+} 


a member of the Resolutions Com 
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mittee, urging immediate reduction 
in the down payment terms in Reg- 
ulation W with respect to consumer 
electrical appliances so as to relieve 
a difficult industry situation. It was 
suggested that the period of monthly 
installment payments be retained as 
now in effect. The resolution con- 
cluded that the suggested revisions 
be made at once, subject to later al- 
terations, if the costly and violent 
deflation of the industry should 
change. 

The NAED Father and Son Din- 
ner was held at the Ambassador Ho- 
tel Tuesday evening with more than 
50 in attendance. This informal get 
together is a recently initiated Con- 
vention feature that has been highly 
successful. 

A dramatic presentation of the 
huge sales potentials in electric 
housewares when merchandised as 
year ‘round gifts was featured at the 
concluding Appliance Division ses- 
sion on May 23. 

At the opening of that meeting 
C. A. D’Elia, president, D’Elia Elec- 
tric Co., Inc., and chairman of the 
Electric Housewares Committee, re- 
ported on the work of his group in 
organizing distributor cooperation 
in electric housewares promotion. 

R. M. Oliver, chairman, Sales 
Promotion Committee, Electric 
Housewares Section of NEMA, 
then introduced the dramatic pro- 
duction, “Billion Dollar Baby,” a 
presentation of the Section specially 
arranged for the Convention to 


“kick off” its Electric Housewares 
1951 Gift Campaign. 

The 40-minute show which fol- 
lowed was enthusiastically received 
by the large audience. The produc- 
tion was conceived and supervised 
by Ralf Shockey & Associates, Inc., 
New York. It dramatized the theme 
of extra profits through electric 
housewares in ten scenes replete 
with songs, slides, traffic-building 
display gimmicks and sales clinchers. 

Speaking on the subject “Operat- 
ing a Distributorship Under Pres- 
ent Conditions,” W. H. Eichel- 
berger, vice president, merchandis- 
ing, refrigeration division of Philco 
Corp., said that distributors had too 
few salesmen calling on too many ac- 
counts. He spoke in place of John 
M. Otter, vice president and general 
sales manager, who could not be 
present. 

Finding enough customers, rather 
than the problem of producing 
enough, is today’s question, Mr. 
Eichelberger asserted. He also said 
that some distributors do not seem 
to realize there is a great difference 
between appliance and television sell- 
ing. The terrific pressure behind TV 
promotion has resulted in many deal- 
ers forgetting to push white goods 
and other appliances. 

Mr. Eichelberger scored the con- 
fusion and waste caused by the gov- 
ernment in its attempt to control 
the economy and added that the ap- 
pliance and television business had 
been hurt badly because of Regula- 


NAED father and son dinner 


tion W. “Individual initiative,” he 
said, “is the force that has produced 
our high standard of living and the 
profit or incentive motive is the main 
spring that keeps individual initia- 


tive working.” 

Charging that and 
dealers have “had things too easy,” 
he declared that “we forgot to look 
they were beg- 


distributors 


for customers ; 
ging us to sell them.” He called for 
hard-hitting salesmanship now and 
told distributors that fundamentals 
don’t change—that they should set 
up a business counselling service for 
their dealers and help train retail 
salesmen. Expansion of the distribu- 
tor’s selling organization is another 
essential, he declared, placing special 
emphasis on the desirability of hav- 
ing a home economist work with the 
dealer on electric range promotion. 
Freezers, he said, represent the one 
true opportunity of getting the sec- 
ond unit into the 
American home and here, too, the 
home economist must receive a large 
share of credit for what has already 


(refrigeration ) 


been accomplished. 

Room air conditioners were de- 
scribed as a solid business that is 
growing by leaps and bounds. With- 
in five years, barring further govern- 
ment restrictions, Mr. Eichelberger 
stated, their sales should be in terms 
of millions of units annually. 

In a further reference to distribu- 
tor planning for the selling job 
ahead he suggested, in respect to 
merchandising, that special atten- 
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tion be given to promotions and in- 
centive selling, with pay on a com- 
mission basis. Sales contests were 
also recommended. 

Mr. Eichelberger predicted a great 
future for the industry despite the 
fact it will be operating in a two-part 
economy. Increased production and 
more plants simply means that we 
must have better selling methods 
He described the problem as “‘a case 
of inventory vs. ideas and hard 
work,” 

Mr. Ejichelberger’s views on TV 
were inaccurate in the opinion of 
Mort Farr, president of NARDA, 
who was present and spoke extem- 
poraneously. Dealers, he said, have 
never really sold TV; people have 
bought it. Mr. Farr urged distribu- 
tor executives to get out themselves 
to visit their dealers. Too often un- 
trained salesmen are calling on ac- 
counts and their previous experience 
does not qualify them to be of suffi- 
cient help. 

Speaking as chairman of the Radio 
and Television Committee, Harry 
Alter asserted that this year we have 
had the worst summer slump in ra- 
dio and TV sales. He said “every- 
body is passing the buck, but we 
must all take a share of the blame.” 
Color and UHF constitute some 
threat to television business and ex- 
travagant claims by some manufac- 
turers have hurt the UHF picture. 
Mr. Alter, however, saw some bright 
spots on the horizon—completion of 
the coast-to-coast hookup, better TV 


broadcasts and the introduction of 
color which, despite its cost and dis- 
ruptive possibilities, will be a bar- 
gain sought by many consumers. 
Four more were of- 
fered by Mr. Alter’s Committee and 
unanimously approved by the Con- 
vention at the close of the Appli- 
ance Division sessions on May 23. 
them stated that NAED 
would take the initiative in the for- 
mation of an intra-industry televi- 
sion committee by establishing its 
own committee to study the problem 


resolutions 


One of 


in its entirety and recommend a plan 
of procedure to be presented to rep- 
resentatives of other branches of the 
industry—the manufacturers, deal- 
ers, broadcasters and utilities. It was 
held that this intra-industry group 
was needed to create a genuine ap- 
preciation for television viewing, to 
clear up confusion in the public mind 
because of divergent claims made in 
advertising and,in promotion, and 
to retain and enhance the television 
industry’s rightful position. 
Another resolution which dealt 
with television urged the FCC to 
proceed with processing license ap- 
plications on hand for VHF stations 
to be operated in existing TV chan- 
nels at the earliest possible date in 
order to increase areas of coverage. 
Regarding proposed excise tax in- 
creases the Association resolved to 
send every member of Congress a 
the resolution 
such increases on the ground that 
the big 


> 


copy of protesting 


remaining potential market 


Board of governors reception for honorary life members and new NAED members 
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for radio, TV and appliances is 
among those who are in the lowest 
income bracket and who would thus 
be denied products that would save 
labor, provide essential home enter 
tainment and preserve food and 
clothing. 

In a resolution to Charles E. Wil- 
son the Association declared: “We 
express our affectionate pride in his 
present signal achievements and our 
implicit trust in his foresight and 
ability to continue unselfishly to di- 
rect the defense mobilization of our 
country in this hour of emergency.” 

President W. G. Peirce, Jr., pre- 
sided at the general convention ses- 
sion held the afternoon of May 23 
with a record audience of members 
and guests. 

In a brief address of 
Chas. G. Pyle, 
stated that the Association’s purpose 
has been to “establish the electrical 
distributor as the key source of sup- 
ply for all military agencies, for war 
production, war construction and 
war transportation industries, and 
also to maintain our civilian econ- 
omy. We are attempting to integrate 
the electrical distributor into this 
partially civilian and partially mili 


welcome 
executive director, 


tary economy as rapidly as possible 

and it is no easy job.” Mr. Pyle 
also declared that the distributor’s 
position in our national economy is 
the strongest it has ever been. He 
called for the full support of every 
eligible electrical distributor in the 
country. last year’s conven 
tion, seventy-three members 
have been elected, he said, adding 
that NAED is truly representative 
of the industry. 

“The only thing we are 


Since 
new 


sure of 
today is that change is in order for 
the coming year,” Mr. 
serted in his President’s address. He 


Peirce as 


described the present situation as a 
merry-go-round of economics and 
propaganda with our electrical in 


dustry occupying the spotlight as 


one of the dizziest performers. “I 
agree with many people who think 
that many things can be done,” he 
said, “and that we as electrical dis 
tributors are in 2 most strategic 
position to help stabilize the chaos.” 

Mr. Peirce declared that the busi 
“garrisoned 


ness conditions of a 


state,” with violent ups and downs 
which serve no useful purpose, may 
last for a great many years and that 
we had better accustom ourselves to 


operating within it. On the subject 





of what distributors can and should 
do he said, “‘let’s get back to our real 
job which is selling—selling the need 
for merchandise. Let’s realize that, 
barring an all out war, shortages will 
be of short duration. Too many of 
us have underestimated the tremen 
dous productive power of our in 
dustries and their ingenuity. We can 
also improve our important position 
as the link between dealers, consum 
ers and the factories we represent 
We must stand on our two feet and 
tell our the facts 
about the markets we 

The job of dealers and distribu 


tors, he sai 


manufacturers 
serve 7 


one of buying and 
merchandise in 
and 


mnew models. new 


selling reasonably 


fast turnover, in not hoarding 


We must insist 


1 1 see 
developments and lower Costs. 


Mr. Peirce also asserted that ‘we 


in be useful to Government, prop 
veil 


erly advising them of conditions 


an 
” He 


letting them know our opimons 
referred to the growing importance 
of NAED in these days of change 
idded that the electrical distri- 

industry did a total 
of more than $5 billion last year with 
industrial 


and 
bution volume 
scarcely a consumer or 
plant that was not affected by the 
operations of that industry 

The President then presented 
seven honorary life membership cer 
tificates to former members of the 
retired 


hon 


who are now 


Those 


\ssociation 


from active business 


ored, in accordance with the custom 
inagurated two years ago, were: 


Martin A 


trict manager of Gravbar at Dallas, 


Buehler, formerly dis- 


who retired after thirty vears with 
the company. 
N. W. Graham, a founder of the 


] established Graham-Reynolds 


long 
Electric Co. at Los Angeles and an 
loval NAED leader for 
many vears 

Harry L. Harper, with Graybar 
for 47 years when retired as district 
manager at Los Angeles, and active 
1 the Pacific 


untiring, 


in the organization of 
Zone 
Cl Matthews, 
Houston manager when retired after 


ude G Graybar 


31 vears service 
David H. O’Brien, vice president 


nl Gsravbar’s Cat 


retired after 27 


neral Department. 
vears in the organ 
ization 
Henry H. Tully, an 
many years’ standing with Double 
day-Hill Electric Co., Pittsburgh 
Austin J. McCall, Gravbar man 


official of 


ager at New Orleans wnen retired 
after 41 

Featured at the general session 
was the presentation of the NAED 
Junior Achievement Award to the 
Copley Electric Products Co., Bos 
for its ingenious plastic 
briet 


vears of service. 


ton, Mass., 
pin-up lamp. Following a 
speech in which he praised the work 
of the Junior Achievement 
ment, Francis Stern, chairman of the 
Junior Achievement Committee, pre 
sented a framed certificate to Rus 
sell Butler who attended the conven 
tion as the representative of his JA 
The Copley Company is 
Electric 


move- 


Company 
Sylvania 
has thirteen 


sponsored — by 
Products, Inec., and 
members 

This was followed by an address 
by Kendal B, DeBevoise, counsel! for 
the association 


A. H. Nicoll, 


nance Committee, presented the offi 


chairman of the fi 


cial financial report to the Conven 
tion 

The general session was concluded 
with a humorous and inspiring talk 
bv Dr. W. H. Alexander, Pastor, 
First Christian Church of Oklahoma 
City. 

The Board of Governors Recep 
tion for honorary life members and 
new members of the Association was 
held that evening at the Ambassador. 

The following morning, May 24, 
the new Board met and at that time 
the reelection of 
nounced together with elections and 


officers was an 
reelections of members of both the 
Executive Committee and the Board 
(The election results are carried in 
detail in the news section of this 
issue. ) 

Opening the Apparatus and Sup- 
ply Division Convention the after- 
noon of May 24, R. M. Johannesen, 
president, Johannesen Electric Co., 
presiding as Division chairman, wel 
comed the members and guests and 
expressed the hope that the sessions 
would “help to enlighten us on cur- 
rent business problems.” He said the 
area meetings had been well attend- 
-d and highly constructive in fur- 
thering the Association’s program. 

Mr. Johannesen pointed out that 
new construction had reached a total 
of $28 billion in 1950 and that the 
estimate for this year was only 
slightly lower than that huge vol- 
ume. Because of the emphasis on 
certain types of construction this 
year he said that more copper and 


steel would be needed 


Charles G. Pyle, NAED executive director 


A. H. Nicoll, chairman, finance committee 
of NAED 


W. E. 
president, Anaconda Wire and Cable 
Co., who was a guest speaker, crit- 
icized the Government for stockpil- 
ing large amounts of copper “when 


Sprackling, executive vice 


our economy is crying for it.” He 
declared that supply demand 
could not be tampered with. Produc 


and 


ers, he said, are increasing tonnage 
as rapidly as they can and are open 
ing up new projects but they are 
burdened with labor troubles. He 
was of the opinion that the real effect 
of increased output cannot be felt for 
two or even three years. 


“You cannot hope to hold to the 
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> ORTAGE 8 SURPLUS 
Sit! THE NEED 


Some of the speakers at the convention of the Appliance Division, the sessions of 


which led off the five-day meeting 


high levels of sales you have had re 
ently,” Mr. Sprackling declared 
“After July 1, NPA has said we will 
have 75 per cent of copper allocated 
to filling DO rated orders—which 
means a big consumer goods cut 
back. In the wire and cable field dis 
tributors will probably find the an 


CMP ulti 


mately decide where each pound of 


swer from which will 
copper will go. You will be limited, 
therefore, by the amount of wire and 
cable allotted to the trade you nor 
mally supply.” 

Mr. Sprackling, in describing the 


effect of the 3 cent import duty on 


Chilean copper, stated that the pres 
ent world ceiling is now 27% cents 
a pound. The normal supply of other 
copper producing countries such as 
Peru, Mexico and Canada, instead 
of coming to this country, is going 
to Europe with nations there paying 
for it with American dollars. 
Given time to tool up, he asserted, 
it should be possible to build our de- 
fenses and maintain our standards of 
living. He agrees with 
Charles E. Wilson that we can take 
the defense effort in our stride and 
civilian 


said he 


| 
Keep the economy Zz 
\ 


gow 


strong if we have a sufficient suppl 
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Kendall B. DeBevoise, NAED counsel 


K. G. Gillespie, chairman, major appli- 
ances committee of NAED 


of essential raw materials 
He told members tl ld 
go ahead with a better than 50-50 


chance of not taking an 
loss for 


inventory 
some time to come, adding 
“you must use discretion and be very 
conscious of regulations from Wash 
ington.” 
The panel discussion whi 

devoted to reports 
Members 


lowed was 


committee chairmen 
the panel were 

L. W. Taylor, Outside Const 
tion Materials Committee: | | 
Latham, Conduit Committee; W. | 
Henges, Lamp Committee, and Mar 


79 





tin Levine, 
Committee. 

Edward H. R. Blitzer, assistant to 
the president of Lightolier, outlined 
his company’s residential lighting 
sales plan at the conclusion of 
the panel discussions. Mr. Blitzer 
stressed the fact that business condi- 
tions will call for more and better 
selling. “Good fixtures properly sold 
are a sound investment of the buy- 
er’s dollar,” he said. “A good dis- 
play is your best sales tool. Give it 
plenty of room, with fewer fixtures 
well displayed. The color scheme of 
the room and decorations should be 
very carefully chosen. A primary ob- 
jective, of course, is to help the cus- 
tomer visualize how the fixtures will 
look in the home.” He urged distrib- 
utors to plan their purchases care- 
fully and to advertise to get people 
into their showrooms. “Lighting is 
home furnishing,” he declared, “ard 
you can sell the builder as you can 
any other buyer because the right 
fixtures, correctly installed, will 
help him sell his houses.” 

Distributors, he suggested, should 
“sell the need for good lighting,” 
start slow in making the sale by get- 
ting information about the prospect’s 
home color scheme of rooms, etc. 
Then show your best fixtures first, 
know the features of your products 
and be sure to get the help of your 
manufacturer’s representative in the 
training of your salesmen. 

At the close of this session the 
Convention heard a clear-cut exposi- 
tion of the nation’s present military- 
civilian economy program from 
Brigadier-General A. Robert Gins- 
burgh, USAF, Office of Secretary of 
Defense, who declared “we are not 
now, or do we desire to set out on, 
an all-out mobilization.” The Gen- 
eral pointed out that the Govern- 
ment prefers to work steadily to- 
ward the goal of being ready to go 
immediately into all-out production 
should that become necessary. 


Residential Lighting 


Calls Conflicts Inevitable 

He touched briefly on the indus- 
trial implications of the present war 
situation. “It may take ten years of 
trying to get guns and butter at the 
same time,” he said. 

“Under our democratic process,” 
the General asserted, “there are in- 
evitable conflicts of interests. We, in 
Warhington, try to listen to all crit- 
icisms. The changeover to a semi- 
war economy is very difficult and no 


80 


one has all the answers. The abuses 
are being remedied. In the end we 
will win this conflict in our demo- 
cratic way as we have won all 
others.” 

With reference to Mr. Sprack- 
ling’s earlier comments on the cop- 
per situation and his criticism of 
Government stockpiling, General 
Ginsburgh said that each branch of 
the armed forces tells the Secretary 
of Defense its needs. That Office has 
to get the materials that will be re- 
quired and the Munitions Board also 
indicates its requirements in tanks, 
planes, etc. He related this problem 
to the global grand strategy which 
America must plan in order to be 
in a position to meet any blow any- 
where around the periphery of So- 
viet Union strength. We cannot be 
strong at all points, he said, but we 
must be able to take whatever comes, 
if it does, and to recover and be able 
to counter-attack soon afterward. 

The totals of materials require- 
ments—copper, for example—are 
given to Charles E. Wilson who 
then has to “try to maintain the ci- 
vilian economy of the nation as a 
whole.” 

The General concluded by stating 
that the one thing that Joe (Stalin) 
admired most about us in the last 
war=our industrial production 
had started and that now “whether 
Joe likes it or not, he’s got it.” 


Report to Shareholders 


At the concluding session of the 
Convention George F. Hessler, vice 
president, Graybar Electric Co., pre- 
sented “A Report to the Sharehold- 
ers of the Electrical Distribution In- 
dustry.” Mr. Hessler told suppliers 
that their “stake in distribution is 
every bit as real—every bit as im- 
portant to you—as is the stake of the 
individual stockholder in the indi- 
vidual corporation. It is because of 
the essential services we (distribu- 
tors) perform for you and the rest 
of the community that we exist to- 
day. You helped bring us into being. 
You helped us grow! Why? Because 
it was you, the manufacturer, the 
mass producer, who first recognized 
the need for an efficient and econom- 
ical system of mass distribution.” 

Mr. Hessler described the func- 
tions of the distributor and outlined 
the program throuzh which NAED 
has been and is building for pre- 
paredness. 

He concluded with the assertion 


that “we are helping to build the 
might of America; helping to bring 
into being this great power for peace. 
At the same time we are praying 
with all our hearts that we will never 
have to use it.” 

Members of the panel discussion 
which followed were J. D. Daly, 
chairman of the Wires and Cable, 
and Armored Conductor Commit- 
tee, and J. W. Saladine, chairman of 
the Apparatus and Control Commit- 
tee. 

Two A & S Resolutions 


Two resolutions were introduced 
at this meeting by chairman Johan- 
nesen. One dealt with the subject of 
the escalator clause in government 
contracts. The Convention unani- 
mously passed this resolution which 
urged NPA and other appropriate 
Government agencies to permit the 
inclusion of escalator clauses in Gov- 
ernment contracts subject, of course, 
to such price control regulation as 
may exist at the time. 

The second resolution, also ap- 
proved, requested that the Office of 
Civilian Requirements, NPA, in- 
sure the adequacy of overhead line 
material in defense against catastro- 
phe by: 

(1) allowing a longer turnover 
period for distributors’ inventories 
of such materials, especially in the 
stormy seasons of fall and winter, 
and (2) assigning higher priority 
ratings for stock replacements while 
at the same time protecting such 
stocks through limiting the end use 
of such ratings to catastrophe needs 
and excluding ordinary utility ex- 
pansion and maintenance, and (3) 
providing for local rather than cen- 
tralized stocks because of the di- 
versity of standards and types of 
overhead line material in use in dif- 
ferent areas. 

The concluding feature of the 
Convention was a panel on “Coop- 
eration With Government Agencies 
for Preparedness.” Members of the 
panel were: 

Luther D. Shank, chief, Electric 
Products Branch, Building Mate- 
rials Division of NPA. 

Glenn E. Rolston, chief, Wire 
Mill Branch, Copper Division of 
NPA. 

John F. Skillman, director of 
CMP Procedures, NPA. 

Commander Clarence Cisin, Of- 
fice of Public Information, Depart- 
ment of Defense. 
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GREETING friends is only part of a convention 


a lot more to it 


HERE’S HOW—To Get The Most 
Out Of Your Next Convention 


Did you go to the conven- 
tion? If not, be sure to go to 
the next. It’s not hard to get 
your money’s worth when 
you know what to look for, 
what to do, says this experi- 


enced association executive. 


By R. A. Balzari 


Secretary Pacific Zone 
National Association of 
Electrical Distribuiors 


As Told To 
Howard J. Emerson R. A. Balzari 
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RE you one of the nearly 1,000 

members of the electrical 

wholesale distributing indus- 
try who attended a convention of 
the National Association of Electri- 
cal Distributors last month, either at 
Atlantic City or at Arrowhead 
Springs? 

You are? Then look back for a 
moment and ask yourself an impor- 
tant question. Was the convention 
an inspiration to you—did you 
learn something of value to you and 
your company? Did you renew old 
friendships and make new ones 
Did you come away feeling that you 
had a better understanding of your 
industry, the men that are that in- 
dustry, and that industry’s ability 
and willingness to contribute to a 





Baas ted aera SRL 


A Convention Is Many Things 


To indicate the breadth of 
a convention opportunity, ELEC- 
TRICAL WHOLESALING ppre- 
sents this photo coverage of the 


NAED Pacific Zone 


Conven- 


tion held May 2-4 at Arrowhead 
Springs, San Bernardino, Calif. 


To the wholesaler or the man- 
ufacturer who wants to get full 
value from his convention-going, 
there are innumerable opportuni- 
ties. No one person can do all— 


all can do some. 


better civilian life and to a more 
effective defense effort? 

The answer should be yes, be 
fause a convention can and does pro 
vide all those things to every distrib 
itor, 


salesman, manufacturer and 


who attends either of those 


says R. A. Bal 


Pacific Zone 


dustry meetings, 
vari, secretary of the 
of NAED 

During his 10 years as secretary, 
and in previous years as member or 
Quest at association conventions all 
over the country, Mr. Balzari has 
Seen thousands of industry members 
pass through the convention halls 
some to profit mentally, socially and 
economically from every step of 
their passage, others to wander aim- 
with foolish 
their 


lessly along the way 


waste of their energies, time 
and their money. 
latter, it 


foolis} 


For the is a needless as 


well as waste, he savs, be 
cause a convention can profit every 
one who attends far bevond and 
above any cost in time and money 
expended—if the individual is will 
ing to learn what a convention offers 


THOSE WHO GUIDED ;; 


Cc 


hm «- ( 


and 


is willing to use head work and 
leg work to go after the true values 
From his experience and observa 
tions he offers these suggestions: 
Che convention-goer should real 
ize first, that the establishment of 
better business and human relation- 


ips between the members of the 


electrical supplies and appliance dis 
tributing firms, and between those 
members and the manufacturers and 
agents who supply them, is the pri 
mary objective of our association 
conventions. These business and hu 
man relationships are being estab- 
lished during every phase of the for 
mal and informal life of the con 
vention 

Let’s bring this broad statement 
down to you as an individual. Take 
the personal contact that you can 
with other distributors. Do 
you make the most of it? Do you 


make the most of the friendly meet 


make 


ings between you and your competi- 


tors, between you and your col- 
leagues from distant areas, make the 
most of the chance to talk infor- 


mally with both your suppliers and 





;RA 


the suppliers of competitive lines? 


You can—and you'll profit by all. 

\t any 
some of your competitors. Do you 
them better? Such a 


establishes a 


convention you'll meet 
try to know 
contact inevitably 
friendly relationship. The first time 
1 soon tind out that he 
\s the 
friendship continues you develop a 
] 


vou meet ve 
was not born out of wedlock 
respect for him, his ideas and his 
concern. You'll continue to fight for 
markets—but fight on the 
square. Both of you will build your 


you'll 


reputation with your customers. To- 
gether you build the importance of 
the electrical distributing industry. 

However, most of the other con- 
vention-goers will be your colleagues 
from elsewhere in the nation or the 
zone. Here is one of the finest op- 
portunities for you to get more than 
full return for your investment. Let 
me cite the statement of nationally- 
known wholesaler Harry Perl of 
State Electric Supply, Oakland, for- 
Zone 
says: “through an exchange of man- 
with 


mer Pacific chairman, who 


agement and_= selling ideas 


Electrical Wholesaling Shows In Pictures 


ELECTRICAL WHOLESALING 
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THOSE WHO RUN the orgar 


areas, I re 
value 


wholesalers from othe 
ceive at one convention 
more than the 
several conventions.” 


any 
cost of attending 
So, for goodness sake, don't re- 


strict your discussions to whole 
salers from your own area or your 
state. Use opportunity 
to review operation and selling meth 
with 
where. You'll be 
first 
you have, how many ideas developed 


own every 


ods distributors from every- 
very surprised at 
how many common problems 


in your respective territories can be 
exchanged and adapted to your own 
and markets. 
Which reminds me of something 
that can be a problem to newcomers 
that of 
new people and making new friends 


concerns your 


to a convention meeting 
Most people have one or two close 
friends when they arrive for their 
first If they 
stick to them only, and limit their 


association meeting 


new acquaintances to their friends’ 


friends, they are doomed to a con 
vention rut. Deliberately seek new 
stranger and say 
4111 Jones from Nash 


friends 


“Hello, 


stop a 


I'm 


ville.” Remember that he wants yout 
both of you 
need each other’s. Don’t desert your 
old friends, but don’t stick too close 
to them. 


So far, we 


too, and 


friendship, 


touched on 
which, to a 


have not 


the business meetings, 
newcomer glancing at the program, 
would seem to constitute most of a 
convention. This has been done with 


purpose because, unless a conven 


i 
tion were made up first of business 
the 


speeches at any meeting could just 


and human _ relationships, 


as well be printed and mailed te 
members with a great saving in trav 
el costs. 

Not that we should fail to put a 
the 


we have been 


value on very important talks 
that 
getting for both the national and the 
Pacific Zone NAED 
It’s just that there is extra value to 
talks that the 


vention-goer because of the relation 


so fortunate in 
conventions 


these come to con 


ships that he develops there with 


fellow distributors and with sup 


pliers 


, 
There are many wavs in which 


cea 
extra value from the speeches give 
at convention are 
willing to apply themselves, It seent§ 
silly to say that the first way for 
that value is to attentf 

vet, from my official 
post on a raised platform near the 
speakers, it is always nape 


the members and can 


guests 


meetings, if they 


you to get 


the meetings 


to note how faces are missin 
from meetings that I know would be 


tlac@ 


many 
valuable to the owners of thos« 
and their companies 


Wise Ones Take Notes 


But enough. Of 


course, some facts and ideas are 


attending 1s not 


go 


anda 
when 


ing to register in your mind 
few will be remembered 
needed. The smart 
take 
maybe just 
f the 


trom 
something to him and his 


convention-goer 


is going to notes during all 


talks 


short phrases on 


ideas speech that meat 
company 
This same smart persot 


going 
to make use of these notes when he 
He has 


wishes to 


gets home, them for refet 


ence when he apply some 


f the speakers’ ideas to the opera 


How To Make A Convention Profitable 


June, 1951—ELECTRICAL WHOLESALING 





. « And importa 


BULL SESSIONS, those 


be d sed ave Deen a vit 


“DISTANT RELAT 
Brot , a oniien 
Gray 


tion of his own concern, He’s going 
to hold a meeting for his employees 
and, working from his notes, review 
the facts and ideas so that some may 
be applied in individual departments 

And a tip to you who may be a 
younger member of a distributing 
firm who was sent to the convention 
in place of the boss—take those notes 
back to the boss, and if he doesn't 
initiate the idea, suggest that he hold 
a staff meeting where you can give 
other members of the staff a detailed 
report on those speeches which ap- 
ply to your type of business or to 
your market There 
more effective ways of showing your 
potentialities to the boss—but few 


area may be 


84 


nformal gatherings at which anyth ng may 


IVES” —wholesalers from different areas fin 


n the terrace 
ugh Electric 


Leonard Hobbs 


ary ++ yraybar eeting talks 


f Avithority are 


f A h 


are as easy as this approach. 
There are other aspects of con- 
vention meetings that have value for 
those who seek it. For his own 
good and for the good of the indus- 
try at large, the convention-goer 
needs to be an active part of the 
meetings. Many convention pro- 
grams are arranged to have discus- 
sion periods as a basic element of 
the activity. Even when they are not 
there officially, the chairman of the 
meeting usually asks for discussion 
following a speech. And guest speak- 
ers frequently conclude with a re- 
quest for questions from the ficor. 
Right there are three opportunities 
for members and guests to get extra 


j IMPORTANT VISITORS are available to 


mt Informal Business . 


CUSTOMERS ¢get a better understandin 


+ the 


Arrowhead Springs 


0. San Franc 


-Holman, Los Angeles 


convention-goers f 


obby discussion on the Nat 


value from their presence at the 
meetings. Intelligent discussion and 
thoughtful questions can increase the 
use-value of any speech, drawing out 
of the speaker information often 
equal in importance to that in his 
prepared talk. They can bring to 
local or regional level an interpreta- 
tion of a national subject, or they 
can bring to the electrical industry 
level a closer analysis of a general 
economic or marketing subject. 
But, most important of all, each 
one who enters the discussion brings 
to the whole group the value of his 
experience and judgment. Such a 
variety of opinion from the floor 
makes any meeting a symposium of 
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the spontaneous thinking ot a great 
industry. No planned program can 
bring such an inestimable wealth 
of ideas to every person present 
as does this free and open discus- 
sion of an important industry 
subject. But it is self-evident that 
such discussion requires the interest 
and the cooperation of everyone 
present. 

This brings us to what is becom- 
ing an increasingly dangerous situa- 
tion at all conventions—the practice 
of so many manufacturers and man- 
ufacturers’ agents to stay away from 
the general meetings of the conven- 
tion. The only reason for an associa- 
tion to hold general meetings is to 
enable distributors and manu factur- 
ers to profit together by the speeches 
that are presented and to enlighten 
each other through the important 
discussions that follow. 

The representatives of manu- 
facturing concerns or regional 
agents who feel that the sole ob- 
jective of their attendance at the 
convention is to promote the 
names of their products, to com- 
pete with their fellows in pour- 
ing liquor down wholesalers’ 
throats, and who lounge in bed, 
in the lobby, or at the bar while 
the general meetings are in ses- 
sion, are jeopardizing the very 
existence of the general meeting. 

They should emulate those many 
fine individuals from manufacturing 
concerns and agencies who attend 


every general meeting, who join 
seriously in the discussions, and 
who, by this regular habit have de- 
veloped for themselves a fine re- 
lationship with the wholesaling in- 
dustry and greater stature with 
their customers. 

It is only appropriate to leave the 
more serious side of convention life 
for a moment and to recommend 
that the convention-goer make the 
most of the social activities and the 
sports and recreational programs 
that have been, through the long 
history of NAED, traditional build- 
ers of good fellowship among the 
wholesalers and their guests. 

In order to build the human rela- 
tionship that is essential to associa- 
tion activity, you need to play with 
your fellow wholesalers and manu- 
facturers as well as work with them 
\ round of golf, an evening ot 
bridge or poker, a swim at the pool, 
or just plain relaxing in a soft chair 
discussing baseball, can do much to 
build your friendships and to give 
you a more!human understanding 
of the men who make up the indus- 
try in which you work. 

But, as playing seems to come 
easier to convention-goers than does 
the work we have discussed, it 
might be appropriate for an old- 
timer in this industry to pass on a 
warning regarding the amount and 
type of “play.” 

When play takes the place of 
business, or makes you unfit for 


business, it has defeated its pur- 
pose. 

When you sneak out of a meeting 
early in order to be the first one to 
tee off, you are cheating yourself 
and your company, and truly insult- 
ing the speakers and the audience. 
(nd, while a few nips of Old Gran- 
dad may be wonderful for relaxing 
nerves and creating a pleasant tempo 
during the social hours, when you 
take too-many nips that make you 
feel like Old Grandad himself in the 
morning—if you can feel at all— 
then you are drowning in an expen- 
sive pastime the very respect which 
you hoped to build for yourself and 
your company at the convention. 

With the proper approach and an 
intelligent effort, going to a con 
vention can be a wonderful expe 
rience for anyone in the electrical in- 
dustry. It is a chance to improve 
yourself, your company, and the in- 
dustry in which you work. It is am 
opportunity to leave the routine of 
your business for a few days, and 
yet spend that time more profitably 
than if you had stayed at your desk, 
It is an unduplicated chance to int 
prove your relationships with your 
fellow men—the human relationships 
on which our industry, like our n@ 
tion, is founded. 

But you must do it for yout 
self. The association can estal- 
lish the locale and provide the 
materials—only you can make i 
valuable to you. 


. . «.. Phere Are Planned Social Activities ..... 


Ce. Le i. 
BUSINESS BANQUET at which electrical distributors may dine to- 
gether and discuss mutual problems is a feature of the convention 
NAED Pacific Zone meets above at what has become traditional as 

chairman's dinner.” 


ber Co., 


SOCIAL BANQUET highlights the convention's end. At the Pacific 
Zone’s Arrowhead Springs convention, MC Leon Guibara, U. S. Rub- 
brings together all rubber products representatives for a 


songfest in which harmony replaces competition 
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THE WOMEN PLAY , re away at ting and TOGETHER AGAIN 


won 
} 


sescssssssccccssecceeeel @ Unplanned Social Activities 


SOME SWIM, s 
A ton Flectr 


SOME DON’T CARE. [aking 


SOME LOOK 
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JUS’ RESTING seer 


TABLE-HOPPING 
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HARMONY | 
fe Joined 1 here 
tate S Ipply 


f 


Pry, 


man, Thermador, 


LEISURELY LENGHEEN from 
its afternoon Course Joh 
Phillips & 

RS. Bel 

G Betts. 


here are: H. Cook 


S. Johnson, Acme L 


Buchanan, Fluorescent Fixt 
nd D. A. Smith, Graham 


at 


and 


buffet starts this group on 
co; Lee Lethine (hidden), 
onal Electric Products; 


K. G. Kempf, Thomas 


heads th 


pr) Sr + 
by D. A. Smith 


Matthews, Wesco. 


STAG LUNCHEON finds this group more interested in food than 
conversation. Included at the table are: H. M. Pomeroy, J. G 
Pomeroy Co.; G. A. Gray; R. L. Kempton, Edwards G Co.; E. A 
Phillips, Phillips G Edwards; C. P. Tillman; E. K. Posson. H. H. 
Jankelson, Incandescent Supply, is standing 


And Sports Are Not Forgotten ...... 


udes peker 


Working for the chips 


, R. H. Green Co.; 
on Electric; C. D. 
McGraw Electric; 


OUTZOOR sport is spelled g-o-l-f, and it warrants a special 
prize-awarding banquet. C. W. Goodwin, G. E. Supply, presents 
utility trophy to Rod Doerr, Pacific Gas & Electric, who gets 
permanent possession for three straight wins. On table, left, is 
Appleton “trophy” for high gross score 
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1. Fred Goss, Electric Supplies Dist. 
Co.; R. G. Bellezza, General Cable. 

. W. E. O’Brien, Toastmaster Prods. 
Div.; C. R. Pritchard, G. E. Supply; 
E. B. Latham, E. B. Latham & Co.; 
C. T. Shropshire, G. E. Supply; L. E. 
Latham, E. B. Latham & Co. 

. J. P. Meclihenny, Waring Products 
Co.; A. J. Musser, Dauphin Elec’! 
Supplies Co. 

. Enjoying the sunshine and refresh- 
ments outside the G.E. Lamp suite. 

. D. M. Salsbury and C. M. Mackey— 
both of Wesco. 

. L. C. Reicher, Reicher Elec. Sales; 
M. Goldman, Cadillac Elec. Sup. Co. 

. Luncheon time at the Thomas & 
Betts suite. 

. L. E. Latham, John L. Owen—both 
of E. B. Latham & Ca.: J. T. Bu- 
chanan, Remington Rand, Inc. 

9. R. G. Bellezza, General Cable; R. A. 
Stott, Tri-State Elec’) Sup. Co. 

10. Julian E. Roseth, Dr. Milton Rosett, 
Mrs. M. Rosett, Mrs. H. D. Roseth, 
H. D. Roseth—Co-Op Electric Sup- 
ply Co 

11. A. D. Stokes, Stokes Elec. Co.; 
W. H. Butt, Butt’s Elec’! Sup. Co. 

12. G. D. Montgomery, Mitchell Mfg. 
Co.; F. R. Corcoran, W. V. Haynes 
Co.; J. W. Montgomery, Mitchell; 
A. R. Giard, Giard Elec’! Sup. Co. 

13. R. A. Whitford, ReQua Elec’! Sup. 
Co., at the T & B suite. 











Group of merrymakers at the Ameri- 
can Steel & Wire Company party 
held in Hackney's 

J. L. Hobart, Moe Light. Inc., and 
J. B. O'Neill, Masback, Inc. 

A. J. McCall, honorary member, 
and H P Litchfield, Graybar 
Electric Company 

W. J. Pinkston, Elec. Sup. Co., 
Fla.; B. L. McGowan, McGowan 
Elec. Sup. Co.; R, S. Hughes, 
Hughes Elec. Sup. Co 

0. G. Morgan, Paranite Wire & 
Cable Corp.; S. W. Gutzeit, Broad 
Elec. Sup. Co.; J. R. Ford, Paranite. 
C. A. D’Elia, D'Elia Electric Co., 
and Ben Gross, Gross Dist. Inc 

G. J. Taylor, Day-Brite Lighting, 
Inc.; R. H. Adams, Hendrie & 
Boithoff Co.; C. D. Belt, Day-Brite. 
At the food table during the buffet 
at the General Electric Lamp suite. 
Buffet lunch seems to agree with 
R. A. Querbes, Interstate Electric 
Company 

. A. Kamenetzky, The Kay Electric 
Sup. Co., and S. Levitt, Jay Light- 
ing Mfg. Co 


. B. L. McGowan, McGowan Elec 





Sup. Co., and Parker T. Finch, 
Hunter Fan & Ventilating Co 

V. Moe, Moe Light, and M. E. 
Robertson, Peerless Elec. Sup. Co 
W. Tarrant, and Abe Cohen, both 
of Standard Electric Co 








oe 


SLi ee E 


. C. Re Burt, Sangamo Elec. Co.; A 


T. Korsmeyer and H. B. Frappia, 
The Korsmeyer Company. 

Lester and Arthur Anixter, both of 
Englewood Elec. Sup. Co. and Harry 
Alter, The Harry Alter Co. 

M. 0. Hollis, Raybro Elec. Sup. Co., 
and Charles G. Pyle, Jr.. W. W. 
Welch Company 

R. E. Furbay, Furbay Elec. Sup. 
Co.; N. C. Hilborn, Perfect Line 
Mfg. Corp.; Glen P. Stearns, Mfr.'s 
Rep.; P. M. Furbay, Furbay Elec. 
Sup 

B. F. Gansman, Lighting Equip 
ment & Sup. Co., and James Cahill, 
Walker of Conshohocken. ° 

R. S. McDonald, McDonald Ele 

Co.; Tiny Tice, S.E.W.A.; M. Gold 
stein, Jax Elec. Sup. Co. 


. F. M. Rexford, Bussman Mfg. Co.; 


Jack Ryan, W. W. Welch. 


4. P. A. oyeux, Peninsular Elec 


Dist.; H. A. Vander Linden and 
C. B. Moyd, McDonald Elec. Co 
Table at American Steel & Wire 
party in Hackney’s. 

C. .S. Trattler, Eastern Tube; 
Chester Colen, A. H. Jones of Madi 
son Elec. 

H. G. Richardson, General Cable: 
S. Weinress, Efengee Elec. Sup. Co 
Fred and “Bud” Ejiseman of Re- 
vere Elec. Sup.; J. Fink, Efengee 
Elec. Sup. 

0. G. Morgan, Paranite Wire & 
Cable Corp., and S. W. Gutzeit, 
Broad Elec. Sup. Co. 














. James and John Newton of Oakes 
Elec. Sup. Co., and T. G. Leary, 
Coghlin Electric Company 

. B. Walker, Walker Elec. Sup. Co 
M. P. Kartalia, R. Walker, of 
Square D Company 

. S. Fingrudt, Everybody's Supply 
Co.; E. A. Wilson, Colonial Elec. Co. 
. L. M. Landers, L. Morris Landers 
Co.; B. S. Weil, Mayer Elec. Sup 
Co. 

. H. H. Tully, honorary member; V. 
N. Marker, Revere Elec. Mfg. Co. 

. D. I. Packard, Pyle-National Co.; 
L. B. Mangione, J. Gregoria, both 
of the Electric Supply Corp. 

. A. A. Sommer, Bussmann, and W. J. 
Kranzer, Crannell, Nugent & Kranz- 
er at the McGraw Electric suite. 

. G. T. Myers, Trumbull; R. L. Snod- 
grass, Guif Coast Elec. Sup. Co.; 
. A. Watson, Trumbull; M. L 
Kennard, Gulf Coast; J. J. Pascher, 
W. A. Edwards, Trumbull. 

. W. F. Reichardt, Reichardt Elec 
Co.; A. A. Snowball, Enameled 
Metals Co. 

. W. R. Towery, Worth Elec. Sup. 
Co.; A. D. Tilley, Corpus Christi 
Hardware Co.; Hal R. Edwards, 
Worth Elec. Sup. Co. 

. H. E. Kaden, Newart Mfg. Co.: M 
Sacks, The Sacks Elec. Sup. Co. 

. N. J. MacDonald, Thomas & Betts: 
Martin Levine, MarLe Co. 

. M. E. Walker, B. D. Levaur, Pitts 
burgh Reflector; F. E. Wagner, Tab 
Elec. Sup. Co 








53. H. H. Benfield, L. H. Edenfield, 


54. 


55. 
56. 


M. W. Heron, all of Gedney Electric 
J. P. Hamblen, Southern Elec. Sup. 
Co.; John Cushman, Sr., Triangle 
Conduit and Cable Co. 

W. L. Perry, Perry-Mann Electric; 
C. C. Walker, General Electric Co. 
B. Roisman, E. Manning, Litecraft 
Mfg. Corp.; Mrs. G. Hunt, J. Hunt, 
Electric Supply Co. 


. H. F. Williams, Bussman Mfg. Co.; 


F. E. Foster, Electric Fixture & 
Supply Co. 


. J. R. Rhodes, Rhodes Elec. Sup. Co.; 


A. Hirshman, A. Murray, Compco 
Corp. 


. E. B. Thompson, Toastmaster Prod- 


ucts Div.; E. E. Hasselquist, Fox 
Elec. Sup. Co. 


. T. Spina, Anaconda; 0. R. Wood- 


ward, Terminal Electric. 


. H. B. Frappia, The Korsmeyer Co.; 
s 


J. S. Reed, W. B. Jagoe, J. 
Messer, Economy Fuse & Mfg. Co. 
A. T. Korsmeyer, The Korsmeyer Co. 


. K. H. Kraus, Southern Minnesota 


Sup. Co.; A. A. Togesen, BullDog; 
A. J. MicGivern, Chicago Elec. 
Whole. Assn. 


. 0. Fred. Rost, Elec’) Wholesaling; 


W. E. Sprackling, Anaconda Wire 
& Cable Company. 


. C. C. Keller, Holophane Co.; A. J. 


Musser, Dauphin Elec. Sup. Co. 


. S. R. Naysmith, The Miller Co.; 


Sam Barmack, Columbia Elec. Sup. 
Co.; K. A. Sawin, Wheeler Reflector 
Co. 




















D. J. Biller, Day-Brite Lighting 
T. C. Treadway, Jr., T. C. Treau 
way, Sr.—both of Treadway Elec 
Co 

P. D. Cornelisen, Curtis Lighting 
A. C. Prange, G.E. Supply 

C. L. Steber, Steber Mfg. Co.; C. C 
Vail. United Elec. Sup. Co 
Attention is on food at American 
Steel & Wire's party 

a~ ©. Bam, GS R. A. Dowe 
De! Matheson—both of Orkil, Inc 
M. J. McNamee and C. E. Lechne 
—both of Chicago Elec'l| Sup. Co 
Al Byers, NAED; Jack Tucker 
U. S. Elec’) Sup. Co.; Charles G 
Pyle, Jr.. W. W. Welch Co 

J. H. Ward, Noma Electric Corp 
Arthur Annixter, Englewood Elec 
trical Supply Co 

H. R. Coward, Republic Steel; T 
Cook, Cook Elec. Sup. Co 

W. E. O'Brien, Toastmaster; H 
Williams, Bussman Mfg. Co.; B 
Cohen, Glasco Electric Co 

All eyes on the photographer 
American Steel & Wire's party 
Hotel Ambassador lobby on a con 
vention morning 

Buffet at Thomas & Betts suit 
displays its magnetic qualities 








C. V. Brown, J. E. Jacob—both of 
Raybro Electric Supplies, Inc. 

M. Hollis, Raybro Elec. Supplies 
H. H. Febrey (retired), C. Eisen 
hardt—both of American Steel & 
Wire Co 

Max McCoy, Iowa Elec. Sup. Co 
Cc Damm, honorary NAED 
member 

C. Stonehill, G.E W. A. Rogers 
Marlin Associates 

A. M. Reeder, Tri-State Elec’l Sup 
Co.; A. W. Hooper, Electrical Whole 
saling, R. G. Wantz, Tri-State 

J. Chapman, California Wholesale 
Elec. Co.; F. B. Kreitman, Com 
mercial Wholesale Elec. Co. 

H. Holliday, F. D. Lawrence Elec 
tric Co.; J. R. Coady, J. J. Ryan 
Electric Co 

F. H. Dendy, F. H. Dendy, Jr.— 
both of Elec'l Wholesalers, Inc 

F. E. Stern, Stern & Co.; R. J 
Brown, G. E. Supply; W. E. O'Brien 
Toastmaster Products Div. 

W. C. E. Carlson, Midwest Elec 
Co.; J. E. Whitford, Appleton Elec 
Co 

Relaxing at the T & B suite. 

L. A. Hobbs, Smoot-Holman Co 
E. A. Edwards, Phillips & Edwards 
Guests enjoying their steak o 
lobster at the American Steel & 
Wire party 








and tell Jim wed better double that next 
{Carder for HONEYWELL CONTROLS ! 











The beaming gentleman above has just discovered 
that Honeywell heating controls really move off an 
electrical wholesaler’s shelves. 

That's the discovery you'll make, too—once you 
start stocking these high-demand items. And it’s 
only logical that you should. After all, most of them 
are installed by electricians—the same men who 
buy BX and friction tape and switches and 101 
other products from you. They'll be buying their 
Honeywell controls somewhere. And what better 
place for them to buy than from you? 





But there’s more to the story than fast turnover 
and good volume. Your profit on Honeywell con- 
trols is high, your selling cost and overhead low. 

When you add it up, it’s hard to see just how 
you can afford not to stock Honeywell controls. 
So plan your first order today from the basic items 
listed in the column across the page. And why 
not get started now? 


Honeywell 


Tout we Covttol 
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NEWS You'll want these fast-moving 


(Continued from page 61) HONEYWELL CONTROLS 
peteneirerngmrenies payor on your shelves, too ! 


characteristic periods of giant strides 
interspersed with periods when the 
industry seemed to be marking time 

The noticeable decline in appliance 
sales since March can be attributed 
partly to the public’s apathy toward 
“buying,” said speaker Sam Vining, 
merchandising consultant, Appliance 
Div., Westinghouse Elec. Corp., Mans- 
field, Ohio. The public has a rapidly 














increasing reserve of money, he pointed 
out, but it has grown reluctant to go 
down to the dealer’s store and slap it 
on the counter. Therefore there is an 
unequaled opportunity for the retail 
salesman who will go out and sell, he Honeywell Thermostats 

said. To start goods moving from the 1) The new Chronotherms are the most sensitive, most 

accurate thermostats ever built! They automatically 

: wre all lower the temperature at night, automatically raise it 

the distributors must go rac to teach- in the morning. Both the standard model (illustrated) 

ing the dealer and his staff to sell, he and the plug-in model are popular with electricians. 

advised. They must show the dealer | 2) Honeywell's Time-O-Stat, not shown, is distinguished from ordinary thermostats by 
“Day-Nite” control which provides automatic morning pick-up. With this thermo- 
stat, moreover, the owner can turn off his furnace from the living room. 


dealers’ floors, the manufacturers and 





how to analyze his market, how to go 


Switching Relays 


Honeywell relays have universal application in the electrical field. 
1) The R 19 (illustrated) contains an internal transformer that pro- 
vides low voltage pilot circuit for remotely located pilot operators, 
Will supply single pole line voltage switching action. 2) The R 182C 
(not shown) has all features of the R 19.In addition, it will provide 
multiple switching action of line voltages, such as controlling two 
load circuits with an “in” and “out” contact on each circuit. 


Line Voltage Thermostats 


Honeywell's reliable T 44 is a standout ther- 
Pen, . mostat for light duty applications. It's ideal 

OFFICIATING at convention for direct control of small motors, blowers, 

was zone chairman E. A. Phil- burners, relays and many other units. 2) The 

lips, Phillips & Edwards, as- TA 42, a heavy duty thermostat, gives ac- 

sisted by zone secretary R. A. curate and dependable control of line volt- 

Balzari, left. age devices in both heating and cooling TA 42 
applications. It’s capable of handling direct a great variety 
of line voltage loads. 3)The T 42 is a heavy duty thermostat 
that’s widely used by electricians, because of its proven, de- 
pendable mercury switch. Gives the finest kind of control 
for heating and cooling systems 


For further information on these controls, and others in 
which you are interested, write Minneapolis-Honeywell, 
Department EW-6-99, Minneapolis 8, Minnesota. 


aren : ih MIinNEAPOLES 
WILLINGNESS of NPA. Honeywell 
heed problems of electrical dis- 


tributors was told by Fred Gross, 
western representative, Indus- Fin C Controls 
try Advisory Board. Wh WE 
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Fifty Years In Electrical Manufacturing 


Walter D. Steele 
President 
Benjamin Electric Mfg. Co. 


ES PLAINES, ILE.—June 3, 

1951, was an important day 
to all employees, customers and 
friends of the Benjamin Electric 
Mfg. Co. On that date, the firm 
celebrated its Golden Jubilee and 
Walter D. Steele, president, 
rounded out 50 years of service. 
Now 80, Mr. Steele is still active 
in the business, with an attend- 
ance record that puts to shame 
many of the younger men in the 
organization. 

Through the last 50 years, Mr. 
Steele, or the “Boss” as he is af- 
fectionately called by the 700 and 
odd employees of the company, 
has devoted his time and skill to 
establishing Benjamin as one of 
the leaders in the lighting field. 
In addition, he has been active in 
and helped to pioneer many of 
the various industry associations 
and other activities which have 
contributed so much to the prog- 
ress of the lighting industry dur- 
ing the past half-century. 

Mr. Steele was one of the four 
organizers and the first president 
of the Benjamin Electric Mfg. 
Co., which was incorporated in 
Illinois on June 4, 1901. At the 
time of the company organization, 
he was engaged in engineering 
work in New York City and gave 
over-all supervision only to the 
company’s affairs until February 
1907 when he moved to Chicago. 
There, Mr. Steele took charge of 


all commercial and manufactur- 
ing activities in order to allow Mr. 
Benjamin, another of the found- 
ers, to devote all of his time to 
engineering and inventions. 

In 1908, under the leadership of 
Mr. Steele, branch factories of the 
Benjamin firm were established 
in Toronto, Canada and London, 
England. Mr. Steele was elected 
president of the Canadian com- 
pany and managing director of 
the British company. These two 
companies still manufacture and 
sell Benjamin products although 
the ownership and management 
have largely passed to local inter- 
ests. 

The Benjamin Electric Mfg. 
Co., under the sponsorship of Mr. 
Steele, has been active in the 
lighting field almost from its in- 
ception and has run many cam- 
paigns and put out considerable 
literature over the years promot- 
ing the cause of better lighting. 
Mr. Steele has always taken an 
active interest in association af- 
fairs and as early as 1907 was 
elected an associate member of 
the Illuminating Engineering So- 
ciety. He was a member of the 
board of governors of the Na- 
tional Electrical Manufacturers 
Association for two terms and 
also served on a number of sec- 
tions of the Associated Manu- 
facturers of Electrical Supplies 
and the Power Club—NEMA'’s 
predecessor organizations. 

Mr. Steele has been a pioneer 
in accepting new plans and meth- 
ods which promote a _ better 
employer - employee relationship. 
Among these are group life in- 
surance as well as group sickness 
and accident insurance which 
were instituted at Benjamin in 
1927, when relatively few com- 
panies provided this protection. 

Mr. Steele's first job, after grad- 
uating from Iowa State College 
with a B.M.E. degree in 1891, was 
chief draftsman of a cast iron 
foundry located near Cincinnati. 
Another early job was that of in- 
spector and assistant engineer in 
the Chicago office of the Brush 
Electric Co. of Cleveland, Ohio. 








after it, and how to plan his selling. 
Mr. Vining outlined in detail the meth- 
ods by which this should be done. 
As the closing speaker of the con- 
vention, Dr. Wm. C. Jones, president 
of Whitter (Calif.) College, presented 
an inspirational address on “Economic 
and Political Factors of Today” in 
which he called for a re-establishment 
of human values and a re-evaluation 
of the material things for which people 
and peoples are striving today. 
During the three-day convention at 
this mountain resort hotel, the NAED 
Pacific Zone members and guests en- 
joyed a varied program that combined 
the business meetings with formal and 
informal gatherings, swimming and 
golf, the traditional “chairman’s din- 
ner” and the famous “golf banquet,” 
and for some a sightseeing trip to mile- 
high Arrowhead Lake. Most of these 


EVERY EFFORT to keep 
goods flowing to wholesalers will 
be made by NPA, said Luther 
D. Shank, chief, Electrical Prod- 
ucts Branch, 


scheduled and unscheduled activities 
are seen elsewhere in this issue in an 
ELECTRICAL WHOLESALING photostory. 

Harry Gerster, G.E. Supply, Los An- 
geles, assisted by Roy Kimberlin, Gray- 
bar, San Francisco, and Leslie Stusser, 
Stusser Electric Co., Seattle, made up 
the convention committee. The pro- 
gram committee was under the chair- 
manship of Charles R. Matthews, 
Wesco, San Francisco, assisted by 
Louis Kaplan, D. A. Smith, Graham- 
Reynolds, Los Angeles; and A. H. 
Meyer, Leo J. Meyberg Co., San Fran- 
cisco. A. W’. Rockwell, Appleton Elec- 
tric Co., San Francisco, had charge 
of men’s entertainment, and Mrs. Mar- 
garet Todt organized the entertain- 
ment program for women. Pacific Zone 
secretary R. A. Balzari coordinated 
the convention activities. 
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FCC Rules Color TV In; 
Mfrs. Turn Thumbs Down 

NEW YORK—Color television 
may still be only a small speck on 
the televiewer’s horizon. 

No sooner had the “color” dust 
settled after the recent squabble be- 
tween CBS and RCA over which 
color TV system was to be used by 
the industry, than the major set- 
makers kicked it up again. This time 
though, the Federal Communica- 
tions Commission cannot intervene, 
as they did before, by approving Co- 
lumbia Broadcasting’s color system 
(mechanical converters and adapt- 
ers) in preference to the Radio Cor- 
poration of America system (all- 
electronic). This controversy is out 
of FCC’s jurisdiction, and may last 
longer than the original bickering. 


Set Makers Are Unimpressed 

Television set manufacturers are 
definitely not in CBS’s corner for 
more reasons than one would ex- 
pect. They say that the CBS system 
is not the best that can be pushed 
onto the televiewing public. Many 
fear that a more compatible system, 
one similar to RCA’s, would appear 
on the market and would make ex- 
isting mechanical gadgets like con- 
verters and adapters obsolete. 
Others, like General Electric, look 
upon the Columbia system as an 
“interim system,” one that will do 
until another, more compatible 
scheme is worked out. Manufactur- 
ers agree that existing regulations 
put an already exacting strain on 
television production, and the manu- 
facture of additional gadgets (total 
cost of which has been put at $100 
te $150) would bite further into the 
scarce material pool. 


Color TV Production Started 


But set makers qualified their ex- 
pressed opposition to the CBS sys- 
tem by stating that they will be 
guided, as always, by public demand. 
If the public wants the CBS system, 
the manufacturers will make them. 

Despite the less than lukewarm 
appreciation of its color system, CBS 
is going ahead with production. The 
first converters and adapters for the 
CBS system are expected to be on 
the market by midsummer, with the 
complete color sets also coming off 
the production line in limited vol- 
ume. 

“The enthusiasm which both the 
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meh errata 


= 


let your 


customers 


decide! 


Some take your word 

for quality — but they always 

find out for themselves — 

later. When you recommend SLATER 
you can forget about comebacks. 
SLATER’s elaborate “fool proof” 
inspection system is your assurance of 
uniformity. Ask the men who use them. 
Sooner or later—they ask for 





SLATER. Send for complete catalog 
and price schedule today. 
Slater Elec. & Mfg. Co., Inc., Woodside, N. Y. 


| 





SLATER No. 400 
T-Rated 


flush tumbler switch 


This all ready popular, 
specification grade “On- 
The-Job” designed switch 
now has many additional 
features—an arc-suppres- 
sor never before used (pat 
pending); sturdier, heav- 
ier Bakelite body rein- 
forced with a_ stronger | 
mounting bracket; smooth- | 
er, more positive toggle 
action; and terminals flush | 
with Bakelite for easier 
wiring. 

Every detail Slater per- 
fected; Slater inspected. 


6B&SVtOnoOns 
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public and important national ad- 
vertisers have shown for color tele- 
vision,” Columbia network declared, 
gives great encouragement that this 
exciting new medium will grow rap- 
idly 

RCA, the “other” party in the col 

r dispute, has declared that it will 
not relinquish its right to show the 
public open demonstrations of its 
own system. The corporation put 
major stress on the fact that Co 
lumbia’s system was “incompatible.” 

The corporation declared 

“RCA has developed a fully com 
patible, all-electronic color which 
| provides reception of color broad- 
casts in black-and-white on the near- 
ly 13,000,000 existing sets without 
any change whatsoever. Approval of 


the compatible system would save 


| present set owners about a billion 


lollars and would avoid waste of ma 
terial and labor which is so vital in 


these times 


Roebling Appoints Whiting 
To District Manager Post 
TRENTON—Stuart E. Yeaton, 


general product manager of the elec 
trical wire division, John A. Roebling’s 
Sons Company, recently announced the 
appointment of Walter Whiting as Chi 
cago district manager 

Mr. Whiting has been associated 
with the Roebling company since 1929, 


starting as a warehouseman in the 


Walter Whiting 


Portland branch. The following year 
he was transferred to the office staff, 
and in 1935, became a salesman in the 
Oregon territory, a position he held 
until his recent appointment. 

The sales territory covered by Mr 
Whiting’s new assignment includes: 
Wisconsin, Minnesota, N. Dakota, S. 
Dakota, Iowa, Nebraska, Kansas, Mis- 
souri, Illinois, Indiana, and part of 
Michigan 





Sales Execs. Dub Wilson 
Year’s Business Statesman 
NEW YORK—Charles E. Wil 
son, Director of the Office of De 
fense Mobilization, recently received 
the 1951 “Business Statesman of the 


Year” award at a special luncheon 


in his honor. The award was made 
by the National Sales Executives 
during the organization's 16th an- 
nual convention held in the Wal 
dorf-Astoria Hotel. 

Arthur A. Hood, chairman of the 
board of National Sales Executives 
and vice president of the Vance Pub 
lishing Company made the presenta 
tion. 


Chicago Wholesaler Moves 
To Modern Quarters 


CHICAGO—For the fourth time 
in tts 32-year history, growth of 
Efengee Electrical Supply Co., Inc 
has required additional warehouse, 
display and office facilities. The com 
pany recently moved from __ its 
cramped W. Washington Blvd. head 
quarters to the modern one story 
building at 949-969 W. Chicago Ave 
in this city 
The new building features air 
cunditioned offices and display 
rooms that have been completely re 
modeled and relighted. The private 
offices have various types of the 
latest louverall, plastic luminous, slim- 
line fluorescent strip and other com- 
mercial ceiling units. 
rhe location provides over 800 
lineal feet of one hour-curb parking, 
with an additional 339 feet of un 
restricted parking on an adjacent 
street. The private parking lot pro 
vides an additional 12,000 sq. ft. of 
unlimited customer parking space 
A four day “open house” was held 
recently during which sereval thou 
sand manufacturers, contractors and 
other visitors inspected the modern 
independent electrical supply house . : ank- a% 2 5 
Joseph Fink organized the com- P ee $ gavte 4 an \es Wi be 
pany, along with his original partner t P de A <o “ rite tall 
Charles Gollay, when he returned . ‘ me DESCRIPTIVE LITERATURE ON 
from the Navy after World War I i t THE COMPLETE LINE OF 
Since that time the company has agnt- WARE FUSES 


greatly outgrown its original facil- 
ities located at 160 N. Wells St. Ww ARE FUSE CORPORATION 
Pesecnt -wllidets‘al Bietave cout 4420 WEST LAKE STREET, CHICAGO 24, ILLINOIS 
pany are: Joseph Fink, president; | J REPRESENTATIVES 
- - _ se a a ncj- | Stanford Darger G Co., 328 W. 2nd South St Test Instruments Unlimited, Box 5108, 
Saul Weinress, executive vice presi Salt Loke City 1, Utah Pertiond 16 One 
dent and treasurer; Morris Fink, Kenneth Anderson Co., 412 Seaton, Los Angeles 13, California 
ee = . = P ante H s G Glomb, 1264 Folsom St., McGillan Sales Company, 513 South Amherst, 
secretary; James J. Ryan and Jack — feadiiass 8. Colterne nnn Rag By s 








Fink, vice presidents. 
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Caagie Gobelllgge “TER 
Fee ie Acai! 


At the N.A.E.D. Convention the complete 

REVERE line of Lighting Equipment won 

a new host of dealer-friends. QUALITY, 

DESIGN, WORKMANSHIP and SALEABIL- 

ITY were the factors that influenced the . 

consensus. You can depend on REVERE GLENN E. ROLSTON, vice presi- 

engineering ingenuity and technical know- dent and director of Rome Cable Corp., 

how for the BEST . . . always! has been appointed by Manly Fleish- 
mann, NPA administrator, as full-time 
chief of the wire and cable branch in 
the Metals and Minerals Bureau of 
the authority's Copper Division in 
Washington. The office is part of 
NPA’s industry operation bureau as 
distinct from an advisory unit. 


= 


SERVICE STATION e@ AIRPORT @ SPORTS 
OUTDOOR THEATER e STREET @ MARINE 


and INDUSTRIAL LIGHTING EQUIPMENT , ‘ 
Get in touch with us Today. EEW A Annual Dinner 
Draws Record Crowd 


NEW YORK—More than 1000 peo- 


ple attended the recent 22nd Anniver- 





sary dinner and dance in the Grand 
Ballroom of the Waldorf Astoria Hotel 
sponsored by the Eastern Electrical 
Wholesalers Association. The affair 
was so successful that requests for ad- 
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No. 4200 : ditional tickets had to be refused by 
750 to 1000 : alle 
WATT FLOOD : the committee because of lack of ac- 

commodations. 
Tom Gopsill, who succeeded “Cap” 
Weir as managing director of the 
EEWA, started the night’s round of 
festivities by reading a telegram from 
his predecessor who was in Orlando, 
Florida, at the time. The wire read: 
18 and 20 Inch “Congratulations on the fact that so 
Ineandescent 
Searchlights many have turned out to pay tribute 
No. 1802 to you at your first dinner as manag- 
Street and = E ¥ ° ee 
Come ing director of the association. May 
Runway Marker . PYLON LITES your relationship with the members, 
manufacturers and agents be as pleas- 
ant as mine was for so many years. 
& oUurT- ee 
DOOR THEATRES Each year the association goes to new 
heights and it will always be so as long 
as the gang sticks together and with 


i you at the helm it has a great future 
, ‘ ahead of it. More power to you, Tom, 
i 5 and best to Fran.” 
Re. The committee responsible for the 
Pendant success of the annual affair was under 
” Type . - v* . 
:, - Lumtacive the chairmanship of William J. Kahn. 


Originators of 
mii We, sos - MB J AREA LIGHTERS Write for He, along with the other members, Jo- 
» od - one ti a 
Low Bay Reflectors light Pole top —" Catalog seph Kurzon, Dan Bloom, Jack Korn, 


Coming: The “inest Line of Street Liahting Equipment ’ Jack Tucker, Leo Siegel, Henry Krug, 


REVERE ELECTRIC 1mFG. CO and Tom Gopsill, secretary, asked for 
6OIt seoa the cooperation of the association to 

OwaT - CHICAGO 46, ILLINOIS aa oe d 7 a 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY WEED stand ready “to serve our country with 
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all the resources and skill at its com- 
mand to assist in military and civilian 
defense.” 

Following the dinner, which lived 
up to the creditable claims of the Wal- 
dorf Astoria management, the commit- 
tee furnished entertainment that dis- 
played the professional air of the nite- 
club, the stage and television. There 
were the Richard Adair Dancers from 
the Latin Quarter, Herman Hyde & 
Company from the Victor Borge TV 
Show, Ethel Burns Melody Men from 
the Roxy and Palace Theater, and the 
Jim Wong Troupe from the Milton 
Berle TV Show. Sam Ross and his 
orchestra provided the dance music. 

Toward the close of the evening, 
door prizes were drawn for on the plat- 
form and distributed by “Bill” Kahn. 
Companies that supplied the door 
prizes were: American Tobacco Com- | ’ d 
pany; Becker & Crane; Columbia It 3 an every ay 
Cable & Electric Corporation; Eastern | 


Tube & Tool Company; Electrical Fit- | money-maker 


tings Corporation; Frank Hepperla; | 
General Electric Company; Hatfield | for you! 
Wire & Cable Companv; Leviton Man- 
ufacturing Company; Manufacturers 
Distributing Company (2); Noma 
Electric Corporation; Monte-Closter ; 
O. Z. Cable Support; Regina Com- 
pany; Sperti-Faraday; Sylvania Elec- 
tric Products, Inc.; Thomas & Betts 
Company (2); Welch Manufacturing 
Company, and Westinghouse Electric 
Corporation, Lamp Division. 

General Electric Company, Lamp 
Dept., donated a bottle of Scotch for 
each table at the dinner, while Federal 
Electric Products supplied the spar- 
kling water and cigars. Noma Electric 
Corporation passed out illuminated 
gifts for the ladies. 
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@ Because your customers know they save time and effort 
with this “‘more-for-your-money” RRITZA0ID Bench Vise, 
it means easy sales for you. Right where they’re needed are its 
integral pipe rest and benders that won’t flatten pipe—and 
heat-treated tool-steel LonGrip jaws mean extra protection 
for polished pipe. Special malleable frame, extra durable. 8 
sizes to 6”’ pipe, bench, post, stand and Tristand models, yoke 
and chain. It pays you to sell thee RITZA0IID Work- 
saver, profit-making vises. 


ALONZO G. DECKER was elected pres- 
ident of the Black & Decker Mfg. Co. of 
Towson, Md. Mr. Jecker, co-founder of 
the portable electric tool firm, succeeds 
S. Duncan Black, who died April 15. 
Robert D. Black was elected vice presi- 
dent to succeed Mr. Decker. 
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IMPORTANT 
BUYING QUESTIONS 


must be answered.... 


when you need Electrical Components or Equipments 


WHO makes a product that will do your job? 
WHICH makes are best suited to your requirements? 


WHERE are the nearest sources of supply? 


If it’s electrical you can find the answers to all three 
questions in the McGraw-Hill ELECTRICAL CATA- 
LOGS. “Who” and “Where” may be found in the direc- 
tory section of all known electrical manufacturers. The 
“Which” may be compared in the pages of manufac- 


, 


turers’ catalog data. 


Get the ELECTRICAL CATALOGS habit . . . today! 


(If you do not have Electrical Catalogs available to you, write McGraw-Hill 
Catalog Service.) 


a Specific Market Unit of: 


McGraw-Hill 
Catalog 
Service 


330 W. 42ND STREET 
NEW YORK 18,N.Y. 


ELECTRICAL WHOLESALING 


22,000 Dealers Tie-In 
With Gift Campaign 

NEW YORK—Over 22,000 Elec 
tric Housewares Dealers are directly 
tying-in with the current phase of 
the campaign promoting Electric 
Housewares For Every Gift Occa 
sion, according to an_ industry 
spokesman 

This figure based on signed 
dealer orders for the display and 
promotional kits received to date 
Additional orders are 


daily from practically every state 


coming in 
The program is sponsored by the 
electric housewares section of the 
National Electrical 


Association. The idea of the promo- 


Manufacturers 


tion is to capture a wider share of 
the huge gift market during the 


May-June period. 


Von Kass Elected Director 
Of Manufacturing Firm 


MILWAUKEE—H. kK. von Kass 
has been elected a director of North- 
ern Light Company, manufacturers of 
architect-specified lighting equipment 
for industrial and institutional instal- 
lations. 

Mr. von Kass is chief 


the manufacturing division of Line 


engineer of 
Material Company. He formerly held 
a similar position with Globe-Union, 
and has served on the industrial man- 
agement faculty of the University of 


Wisconsin, 


Chattanooga Wholesaler 
Speaks To Mfrs. Reps. 


\TLANTA—Paul Ramsey, partner 
in the Ramsey Electric Supply Com- 
pany, recently spoke before the South- 
eastern Electric Manufacturers’ Rep- 
resentatives Club in this city. He spoke 
on the subject “Some of the Things | 
Expect From the Manufacturer and 
His Representative.” 

The club each year invites one 
wholesaler, one electrical contractor 


Ramsey Electric Supply Co. 
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and one utility man to speak before the 
members at three separate meetings 
For Mr. Ramsey, this was the first 
time he had spoken before the group 
Mr. Ramsey is in partnership with 
his wife in the supply company which 
bears his name. He founded the com 
pany in 1940 after being affiliated with EL EC TR 4¢Aa Z 


the electrical industry since 191] 


‘Tax Tax-Free’ Campaign | he ORCE | A 4 q N 


Backed By 13 Ass’ns 
WASHINGTON—In a full-page GIVES YOU MAXIMUM SERVICE LIFE 


advertisement run concurrently in two 
Washington newspapers recently, 13 


national associations hammered home 


a pressing point that has long been a 


sore spot in Washington's legislative 
circles. Taking the form of an open 
letter to the 82nd Congress, the ad 
called upon the members of Congress 
to “tax the untaxed first before in- 
creasing the income taxes on anyone.” 

Without pulling any punches, the ad 
went on to point out that for more than 
30 vears, “Congressional legislation 
and Treasury Department special-priv 
ilege regulations have exempted from 
payment of federal income taxes all or 
a great part of the corporate incomes 


of large, rich and expanding segments 








of the business community.” Coopera 
tives, Mutual Savings Banks, Build 


ing, Savings and Loan Associations, 





Credit Unions and many Mutual [ire 
and Casualty Insurance companies are 
some of the corporations which the ad 
singled out as “untouched” by govern 
mental legislation. 

In the face of new and more exact 
ing tax legislation for the defense ef- 
fort, many Congressmen are realizing 
the far-reaching potentialities of many 
mutual enterprises to “fill the bill” for 
the new tax revenue. President Tru- 
man and Treasury Secretary Snyder 
have both gone on record as favoring 
a review of the tax status of organiza- 
tions now exempt under present law, 
according to the “open letter.”” The ad 
goes further to point up the fact that 
some Congressmen are aware that 


these tax-exempt organizations could N E M A STA NDA ROS 


produce more than a billion dollars of 


new revenue. Clifford Davis, member GET YOUR CATALOG NO. 10 TODAY! 


of Congress from Tennessee, has al 








ready introduced a bill that would put 
an end to this favovitism. 

To further add credence to their ap KNOX PORCELAIN ‘@al-4-Je)-7*alel, | 
peal for a revision of existing tax leg- 


islation, the 13 national associations KNOXVILLE. he TENNESSEE 


quoted statements in their ad from 
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make 


your 
first 
choice 


o% 
éo “‘sudden depth’ drill bits 


Paine “Sudden Depth” drill bits eject dust auto- 
matically, keep holes clean and reduce drilling 
time. Now you can place the anchor without 
cleaning the hole ! 
Always make Paine Devices your first choice. 
Paine “Sudden Depth” drills, with automatic 
dust ejectors are furnished in round shank models 


from 14” to 1” sizes inclusive. 


THE PAINE COMPANY 2979 Carroll Ave., Chicago 12, Ill. 


Ly 
the best craftsmen always take pA 3 S 


pring Wing Toggle Bolts Conduit Clamps Star Drills 
Expansion Anchors 


dden Depth’ Drills 


Pipe Hookg and Straps 
Hanger Iron, perforated 
Wood Screw Anchors 


Expansion Shells Fastening Devices 


leading financial and legal advisers 
who are also cognizant of inequities in 
the tax system. Typical of the sound 
judgment expressed by these men is 
the statement by Dr. O. Glenn Saxon, 
Professor of Economics at Yale Uni- 
versity. He asserts: 

“The 82nd Congress can, on a non- 
political and non-partisan basis 
(put) an end to the clearly unwar- 
ranted tax-exemption of the coopera- 
tives of all types and all other mutuals. 
They are avowedly engaged in profit- 
making business operations. There can 
be no basis in logic, law, equity or 
economics for their continued exemp- 
tion when the profit-making operations 
of all altruistic organizations and labor 
unions have already been subjected to 
their full burden of the costs of the 
federal government.” 

Karl D. Loos, attorney for the Na- 
tional Council of Farmer Cooperatives, 
testified before the Senate Finance 
Committee that “Economically it is in- 
teresting and politically it is highly 
significant that the great number of 
farmers would not be affected if their 
cooperatives were fully taxed.” 

The national associations which took 
part in the compilation of the facts set 
advertise- 


” 


forth in the “open letter 
ment were: American Association of 
Small Business; American Retail Coal 
Association; Atlantic Cotton Associa- 
tion; Eastern Federation of Feed Mer- 
chants; Conference of American Small 
Business Organizations, Inc.; Inves- 
tors League, Inc.; Motor and Equip- 
ment Mfrs. Association; Motor & 
Equipment Wholesalers Association ; 
National Appliance & Radio Dealers 
Association; National Retail Farm 
Equipment Dealers Association; Na- 
tional Association of Independent Tire 
Dealers; National Retail Hardware 
Association; and National Association 
of Wholesalers. 


ZCMI Opens Modern 
One-Stop Wholesale Store 

SALT LAKE CITY—The ZCMI 
Wholesale Distributing Company re- 
cently threw its doors open for general 
inspection of its new and modern 
wholesale center located in this city. 
For three full days, visitors jammed 
the center during the grand opening 
ceremonies. 

Nearly one-half million square feet 
under one roof, the gigantic trading 
area is fully stocked with wholesale 
goods from drugs to door knobs. The 


we 
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modern concrete masonry and steel re- 
inforced building was completed in 
early 1951. 

For the first time in its long history, 
ZCMI has gathered all of its many de- 
partments under one building. Here- 
tofore, the firm operated from four sep- 
arate buildings. 





JOHN FORD is directing the marketing 

of new product lines of Essex Wire Corp. UNDER - 
Mr. Ford, former vice president and gen- 

eral sales manager of Jefferson Electric PROTECTION 
Co., will head the separate department, 
part of a newly created organization for 
the design, development, manufacture and NO — 
marketing of luminous tube (neon), oil 4 

burner ignition, and fluorescent lighting OVER ~ ae 


transformers. 
PROTECTION 


Anarch Fusé4s 


A “Better Balanced” fuse is your only true assurance of dependable fuse protec- 
tion.. This means that your electrical circuits receive a safe balance between the 
dangers of “over and “under” protection, -—— those characteristics that are liable 
to burn out equipment because of excessively long lags . . . or interrupt produc- 
tion because of frequent blow-outs. Yes, Monarch renewable fuses give you 
that safe “Better Balanced" feature . . . ‘ncluding the temporary lag feature 
Don’t delay ordering your of Monarch's replacable “mono-lag” link. So for dependability on all your 
Sylvania Christmas Tree Bulbs electrical circuits, specify Monarch fuses . . . fully approved by Underwriters 
this year. Get in ahead of : 

the rush and be sure you have Laeneone, 

enough for every dealer and 

outlet. Bright, beautiful h OMPLETE LINE OF Fuses FOr 
Syivania tree bulbs are CONSTRUCTION & pz 





A MOVE IN 


oval now in all 
popular colors. Packed 10 
to the box. For prices 
and full information, 
address: Sylvania Electric 
Inc., Dept. L-7406 1740 
Broadway, N. Y. 19, N. Y. 


1 T - is ° sao 
at nie Manatch + FUSE CO., LTD. 


ay} tt 116 E. FIRST ST. JAMESTOWN, N. Y. 
ELECTRONIC EQUIPMENT ; 
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Dealer Promotion Aid 


Illinois Porcelain Insulators #2" ‘scion 


NEW YORK—Sylvania Electric 


ARE 3 H A ; Products Inc. received an Award of 
@@ee Merit in the 2nd annual competi 


tion for advertising in merchandis 


f yl i-8 ing publications for describing and 
/ : inducing deaiers to use sales promo 
tion aids such as window display 
H pieces, counter displays and advertis 
nsta ing mats. This honor was presented 
e recently by the Associated Business 
/ in 19 & Publications 
/ J vA 
/ 





r. P. Cunningham, director of 
advertising for Sylvania, accepted 
the merit award received in the 


f 
ATUL sixth division of the contest. 
4 « 


According to Associated Business 


‘ GOING Publications the contest is designed 
to contribute to the understanding of 
STRONG the basic problem of how to make 
business paper advertising better 

serve both readers and advertising. 


“Long Life” Illinois ‘ . 
Seveitiiix. Wititabers General Lamps Creates 


which will provide de- New “‘Faries”’ Division 
pendable service for 
many years to come. DECATUR, ILL.—C. A. Laystrom, 
president of Faries Mfg. Co., and O. 
Sacksteder, Jr., president-treasurer of 











Right: Illinois Pin Type Distribution Line 
Insulator—one of many styles to ELECTRIC SOLDERING TOOLS 


meet all requirements. 


Below: Typical Illinois Suspension PLUG 


Type Dead End Insulator. 
‘ TIP 


All parts 
replace- 
able by 
simply 
@ All fllinois Porcelain 
Insulators are designed 
and produced to exacting 
electrical and mechanical 
standards — completely 
tested and inspected to 
insure against breakdown 
on the job. This, plus a 
proved record in count- 
less installations like the 
one shown above are 
your assurance of long 
years of thoroughly de- 
pendable service. 


removing 
4 screws. 


4" Tip Dio 
4” Tip Dia 
34” Tip Dio 
4" Tip Dia 
54” Tip Dio 
1” Tip Dia 


poe Aan _. : i LINOIS VULCAN ELECTRIC CO 
INFORMATION Mm ELECTRIC PORCELAIN CO. Danvers 9 Mass. 


AND PRICES a MACOMB, ILLINOIS 


MARK 
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General Lamps Mfg. Corp., Elwood, 
Indiana, jointly announced the crea- 
tion of the new Faries Division of the 
General Lamps Company. 

No change in sales policy, quality or 
administrative personnel is planned by 
either company. The only change that 
will be made is that Faries lamps will 
be manufactured in the modern plant of 
General Lamps at Elwood, Indiana. 

All sales of Faries Lamps will be 
made by Faries Mfg. Co. at the pres 
ently established sales office and billed 


in the name of Faries Division of Gen 
eral Lamps Manufacturing Corp., De 
catur, [llinois 

_ P 
EEWA Holds Elections 


For Board Of Governors 
NEW YORK—At the recent ar 


nual meeting of the Eastern Elec 
trical Wholesalers Association, 10 


members were elected to the board 
of governors. They include: Jack 
Korn, Williamsburg Electrical Sup P&S-DESPARD 
ply Co.; Jack Rale, Rale Electrical yy Bl 
Supply Co.; Jack Tucker, U.S. Elec 
With the modern, interchange- 


trical Supply Co.; Henry Krug, Re ~ ! 
liable Electrical Supply Co.; Joseph able P&S-Despard line, two or 
Kurzon, Joseph Kurzon, Inc.: three devices can be assembled 
os : i under a smart-appearing single 
ang plate—right on the job. 
t's simple — practical —to wire 
Jacks . . props . . shores . . RE THAN 60 YEARS 
horses . . why fool with these 


the P&S-Despard way. 
beslete maieads of Guadiien 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Ree! or 


voree!l wire, cable, rope with 








@ P&S Wiring Devices are designed and manufac- 
é ROLL-A-REEL tured to unusually high standards for dependability, 

i performance and ease of wiring. They meet or exceed 
the minimum safety standards of existing testing 
agencies. 


Simple, strong, eas- 
ily handled stand 
for your reels to 
save time and labor. 
> Adjustable slots for 
variety of reel sizes 





PRECISION MANUFACTURING SKILLFUL ASSEMBLY THOROUGH TESTING 

Style A: 2,000 Ibs. cop. 37.50 
Style B: 4,000 Ibs. cop. 75.00 Sold Through Electrical Distributors 

f.0.b. Cincinnati For Complete Information Write Dept. W 

WRITE FOR DETAILS FODAY 


LL-A-REEL 


327 [WEST FOURTH STREET 
CINNATI 2, OHIO 
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George Lichtenstein, Garfield Elec- 
trical Suply Co.; Al Fromm, Hi-Fro 
Electrical Supply Co.; and Nat Cole- 
man, Coleman Electrical Supply Co. 


Members elected to the board for 


he firs rere B. D. Bloom, 
TO iPAPROWE YOUR wise ae were oom 


Electrical Distributors; 





and Morris L. Starobin, Bridge 


ca 
ro its Plaza Electric Supply Co. 
At a recent meeting of the board 


of governors, William J. Kahn, Tu- 





dor Electrical Supply Co., was re- 
elected treasurer for three years. 
Managing director Tom Gopsill was 
elected secretary for a comparable 


Tex. Wholesaler Appoints 


HOUSTON—According to F. A. 
DeWalch, executive vice president, 
Southern Electric Supply Co., with 
headquarters in this city, has named 
two salesmen to operate in its Austin- 
San Antonio trade territory. Jim Reed, 
who travels out of the firm’s San An- 
tonio branch, will cover parts of West 
and South Texas; and Bud King will 
cover most of Central Texas, working 
out of Southern Electric Supply’s Aus- 
tin branch. 


; LAMAR TIME LAG FUSES | 
7 One Size Fits BOTH 


From start to finish, Great Western and LaMar Lag fuses are de- Pipe and Ground Rod 


signed to give your customers extra service ... and to give you Reduce your inventory with this heavy 
e s | cast bronze Sherman Ground Clamp, 
extra profits. That’s why their brass parts are heavier. That’s which fits Ve" to 36” pipe, es well os 
why they have heavier fibre parts . . . and why no iron or steel ¥" to 1” diameter ground rod. Quick 
. - “ ‘ : and easy to instali—no loose parts to 
is used in their construction. That’s why they include one-piece handle. Essential for copper ground 
e e s | pipe connections—preferable for all 
links in all sizes. | kinds of grounds. A low cost clamp 

, | that assures an efficient permanent 
All of these advantages mean that your fuse customers will be connection. 


better-satisfied if you sell them Great Western and LaMar Lag. H. B. SHERMAN MFG. CO. 
| Battle Creek, Michigan 


They'll get better fuse performance and you'll get better fuse profits. 
Write for literature and prices. | SS 
GREAT WESTERN FUSE DIVISION 


® 
Titeflex, Inc., 500 Frelinghuysen Ave., Newark 5, N. J Electrical Fittings 
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BRONZE PLAQUE honoring the found- 
ing of the copper industry in America by 
Paul Revere 150 years ago holds the at- 
tention of Walter H. Bieringer (left), 
vice president of Plymouth Rubber Com- 
pany, and Edward H. R. Revere, a direct 
descendant of Paul Revere and presently 
a director in the Revere Copper and Brass 
Company. 





600 Rural Families Aided 
By REA Approved Loans 

WASHINGTON—The Rural Elec- 
trification Administration approved 
$1,075,000 in electrification loans 
which will bring the benefits of elec- 
tricity for the first time to more than 
600 rural families in four states, the 
U. S. Department of Agriculture an- 
nounced recently. 

The REA borrowers will use the 


WISDOM DICTATES 
THE Superior LINE 


PORCELAIN 
WIRE HOLDERS 


Superior wire holder insu- 
lators are uniformly made 
to meet exacting specifica- 
tions and in sizes and styles 
to meet all requirements. 
Glazed surfaces, smooth 
and rounded, protect wire 
insulation. Steel screws are 
evenly plated with cad- 
mium for rust prevention. 


Truly SUPERIOR products. 





3-40 
2 or 3 wire HOUSE BRACKETS 
Fully cadmium plated steel 
strap holding 2 or 3 porce- 
, lain wire holders as 

desired. 


THE Superior LINE 
“EXACTLY WHAT IT SAYS"’ 


SUPERIOR PORCELAIN CO. 
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with 
JEFFERSON 
POWER CIRCUIT 


TRANSFORMERS 


@ Modern wiring practice calls for 
higher voltage main circuits stepped 
down where required for lighting or 
operation of portable equipment and 
controls. This means increased demand 
for Power Circuit Transformers. So be 
ready to service this need, and step up 
profits. 

Jefferson Power Circuit Transform- 
ers are quality built with all the im- 
portant features that make them the 
type of Transformer you want to rec- 
ommend. Ratings are conservatively 
established to allow a large safety: mar- 
gin. Jefferson's Universal Voltage 
Ratio Design also makes possible 
three handy combinations, :460/230— 
230/115—460/115. 

Jefferson Power Circuit Transform- 
ers are the dry type and may be mount- 
ed on post, walls or the machine itself. 
No special vaults or cabinets are re- 
quired. Built in roomy wiring com- 
partment with 12 and 34 inch knock- 
outs and brackets for post or wall 
mounting. You're sure of user-satis- 
faction and repeat profits when you 
sell Jefferson. 


Approved by Underwriters’ Laboratories, Inc. 














money from these loans to construct 
189 miles of distribution line, make 
system improvements including 24 
miles of new tie line, 54 miles of new 
transmission line, headquarters facili- 
ties, and completion of previously ap- 
proved construction 

The states which shared the new 





electrification loan were Texas, Geor- 


lrennessee, and Minnesota. 


gla, 


Federal Enterprises 


Marks 50th Anniversary 

QU ' 
A u i TY TH AT LASTS CHICAGO — Federal Enterprises, 
ppl ache st An dana | manufacturer of electric signs, recently 





celebrated its 50th anniversary in the 


Quickly Installed electrical industry. The pattern which 


the company followed in its 50-year 
Efficient in Operation span represents the familiar American 
tory of growth, expansion, and suc- 


cess under free enterprise 


There is nothing complex or intricate about “Latrobe” Floor 
Boxes and Wiring Specialties. Their design and mechanism is kept 
simple and sure. That is why “Latrobe” products are so quick to tl he a alia iaed cai i aa 
install and so trouble-free in operation. sc Rade sane Metiiie eeaail ‘aia of 
Sold Only Thru Wholesalers growth until today the company’s main 
office and factory take in approximately 
150,000 sq. ft. It has branch offices 
and factories in New York City, Cin- 


cinnati, Duluth, Indianapolis, Kansas 


Starting with the manufacture of 


electric signs in a combination office 


A SIZE am 


and TYPE Charles 


No. 252-R Two Gang 
Adjustable Floor Box No. 470 “Bull Dog” Pipe 


Neat and proctical with No. 208 Receptacle or Conduit Hanger 
in one section. One Cover Plate has 14” 
flush brass plug; other has 2”. c i and d dable for hanging pipe 

or conduit 12", 34" and 1” to steel tH 
up to 34” thick. Permits pipe to run at any 
angle to the beam 





No. 280 Nozzle 


with No. 330 
No. 200 Plate “Tom Thumb” 


Hos 10 Amp. 250 Utility Outlet 
Volt Receptacle in Ideal for use in 
Brass Housing, wood floors, base- 
mounted on 14" Brass boords and other 
Pipe Extension 3° inslotiations free 
long. Longer exten- from moisture or 
sion if desired. mechanical injury 
Quick and easy to 
install. 


Keystone ¢ 
Fish Wire Sis BX Cable 
Finest grade flot . > Staples 


steel wire in ten : 
sizes. 100, 150 and 5 Ee Millions in use all over the country. Pack 

, "5 y. Packed 
200 foot coils. in cartons, kegs or barrels. 


M A iY WRITE FOR 


EASILY ECO- ATALOG 5LC 
INSTALLED MANUFACTURING CO. NOMICAL 


LATROBE, PA. KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 
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City, Louisville, Milwaukee, Minneap 
olis, New Orleans and Philadelphia. 
The manufacture, sale and mainte 
nance of electric signs continues as a 
flourishing business along with its cus 
tom built fluorescent lighting and lou 
vered ceiling. Quite early, Federal be- 
gan the manufacture of electric horns, 
bells and sirens, emergency vehicle sig- 
nals and municipal fire alarm equip- 
ment. During the two world wars, Fed- 
eral was one of the major manufac- 
turers of air raid sirens, and now for 
a third time, it is geared to such pro- 
duction for the present emergency. A 
high percentage of its special facilities 
are now devoted to these and other 


highly essential defense products. 


Officers—First and Present 

he original founders of the Fed- 
eral Electric Company, now known as 
Federal Enterprises, were John H 
Goehst, president; John F. Gilchrist, 
treasurer ; and James M. Gilchrist, sec- 
retary. Present officers are: L. A. Mil- 
ler, president; J. M. Gilchrist, senior 
vice-president; W. W. Scott, executive 
vice president; A. A. Wright, vice 
president and controller; and F. Rit 
tenhouse, secretary-treasurer, 


KOC LI SOLAS C4 


oe oe. oem ene 
MANSON tapes 
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Geométic Lighting Eatlarns- 
= Unlimited | 














yS 


Cm t. V2 8 


PATTERN 


ONLY 7 BASIC UNITS 


by Compco form any geometric 
lighting pattern desired . . . patterns 
custom-styled exactly to the client's 
needs . . . patterns far more attractive and 
efficient than ordinary continuous-row 
fixtures — yet just as easy to install! 
Compco fixtures assure lowest 
maintenance, too. They have all-steel 
housings and louvers, durably finished in 
Compco’s exclusive baked-on 
““Glazenamel.”’ For unlimited design 
and longest life, investigate 

Compco Pattern Lighting! 

Compco Corporation, 

2251 W. St. Paul Ave., 

Chicago 47, Ill 
































WRITE FOR FREE BULLETIN 
showing design suggestions and construction, 
lication, and installation dota. 











E. M. LACEY, formerly Newark 
branch manager of Westinghouse Elec- 
tric Supply Co., has been named east- 
ern district manager of the firm’s con- 
sumer products division. He will su- 
pervise the distribution of home ap- 
pliances, television and radio sets in 
northern New Jersey and southeastern 
New York State. 





Kae ty ” sakes ee ee is iS ‘ rer | 


“L” BREEZO— Enclosed Exhaust Unit with Motor Removed From Air Stream | 





Klose Electric Appoints 


STURDY — L. Houts Sales Manager 
KALAMAZOO, MICH.—Lucille 
EASY TO INSTALL | ; 


S. Klose, president of The L. 
— VERSATILE | Klose Electric Company, recently 
announced the appointment of L. B. 
The “Buffalo” line of disk fans is in real | Houts as sales manager to succeed 
demand for a wide range of commercial and 
industrial ventilation applications! Take 1s 
“Buffalo” L Breezo above—it is an ideal pack- 
age unit for exhausting gas, moisture, steam, D I s) K FA N 5 
smoke. Sizes 12” to 36” for as high as 7300 
cfm. at 14” static. WRITE FOR BULLETIN 
3222-F, and prices. 





“EASY TO FISH” 





Pott Lk «|OCts«éBABY 
OO iia) —Ssé«CVENNT ‘SETS 


The truly versatile fans, 
these rugged units with 
cast iron housings and ef- 
ficient multi-blade rotors 
can fit in almost anywhere WITH 
for duct-mounted or free ATLANTIC FISH WIRE 
air delivery. For blowing 
or exhausting. Discharge 
position is adjustable and 
rotation direction reversi- 
ble. Giving highly satis- 
factory service exhausting 
smoke, odors, gas, mois- 
ture, etc., from small areas. 
‘ A fast seller. Write for 
.j Bulletin 3720 TODAY! 











ry First For 
Fons 


‘COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
a Blower & Fore Cop Lad. Kitchen ATLANTIC CONDUIT 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS FITTINGS CO. 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS BOSTON, MASS. 
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E. F, Rhod. Mr. Rhod resigned be- 


" ‘ 
cause of ill health. 
Mr. Houts has been connected @ if- a on ul 


with the company’s sales organiza- 
tion for the past 10 years. He was 


- 
formerly with General Electric Sup- Cali be bent rofitabl 
ply Corp. ; 
AEE BA TREE I 


It was also announced that Fred 
McAllister has joined the Klose 
company as a special motor and con- ; 
Here's the practical, efficient way to 
bend 1144, 11/2 and 2” electro-metal- 
lic tubing. Of special interest to 
° $ ' electricians is the fact that this job 
Mitchell To Study Effects can now be done with Blackhawk's 


. ~ *,? . . . k: bl ll-di ti 1 “P t 
Of Room Air Conditioning ~€ Sh 


trol salesman. 


CHICAGO—B. A. Mitchell, presi- 
dent of Mitchell Manufacturing Com- 
pany recently announced the establish- 
ment of the Mitchell Air Conditioning 
Research Foundation. 

The purpose of the foundation, a 
non-profit organization, is to study the 
effects of room air conditioning on the 
human body. Initial experiments will 
be carried out at Michael Reese Hos- 
pital in Chicago and will concentrate 
on the effects of an air conditioned at- 
mosphere on healthy and failing hu- 
man hearts, 

Mr. Mitchell stated, “The air condi- 


ou SS " wrinkle-free 
Howes): YER Eas bends and 


- 


WIRE PULLING LUBRICANT < matched offsets 


For Lead, Rubber, Braid or ) There's no crushing. 90° bends 
. are made in just one setting. Re- 
Synthetic Covered Cables mote-operation rmits bending 
on the bench or floor—in the most 
convenient position for the han- 
dling, sighting and measuring of 
the pipe. 





Will not deteriorate in transit or 
storage 


i Gives more "slip" to electric cables 
i Not messy or greasy to use J N LY Port, dD, benders 
Not harmful to hands or clothing O- wUWer 
Prevents sticking and setting of h ba — 

= ave these big sales points 
Will not run back on cables 


a You offer lightest weight ... the bending assembly for 11/2" conduit weighs only 50 

Facilitates re- Ibs. This means easy handling ... no wrestling with heavy, clumsy equipment! There's 
moval of cable at tremendous efficiency ... and the equipment pays for itself on the first good job. 

a later date Get full facts on Blackhawk’s Benders for both Rigid and Thin-Wall . . . plus 


Recently re-test- information on spectacular hydraulic Knock-Out Punches. 


Yet kaw 
Ds, 
ed and approved 
by Underwriters’ = 
aii ee BLACKHAWK 
= — a ee 


~ 

At all leading Electrical BLACKHAWK MFG. CO., Dept. P-4461, Milwaukee 1, Wis. 1 

Supply Houses Without obligation, rush Bulletin B-50 giving full facts (for ELECTRICAL WHOLESALERS) on | 

Blackhawk’'s entire line of Electrician's Equipment 4 

ar ice dst hos.e> H 

Tet ELECTRO COMPOUND CO. —/\? aaa | | 5 Seat 
ae : : ca Coan eccccesess : sop suse vecteessiies pweees 
— er ee ee ee ees ee ee eee Oe ee ee ce ee ee GE ee ee 
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tioner is no longer a luxury product. 
FINEST LAMPS YOU CAN SELL Because of this we are cooperating 
with some of the top medical scientists 
FOR OUTDOOR FLOODLIGHTING in the world to discover presently un- 
known values of this great boon to hu- 
man comfort. This research will be of 


importance to the entire industry.” 
Mr. Mitchell said that the results 


from these first experiments will be 


available for publication about Janu 


Clear Amplex Weather- Two Named Co-Chairmen 


pet Sone Se ae Of Electrical Div. UJA 


standard reflectors for 

general outdoor NEW YORK—Mvyer Reisman and 
applications. E Stanford Goldman, well-known elec- 
’ trical industry men, have been named 
co-chairmen of the National Electrical 
Division of the United Jewish Appeal, 
it was disclosed by Dr Joseph J 
Schwartz, UJA executive vice presi- 

dent. 
Mr. Reisman, who lives in Newton, 
Mass., is treasurer of the Roval Elec- 
tric Company, Inc., of Pawtucket, R. I. 
He served in 1950 as vice-chairman of 


Amplex -Spredlite Reflector Lamps 
are side-silvered for outdoor lighting 
where a wide-angle light distribution 
is required. Ideal for service stations, 
garages, ball parks, shipyards, etc. 


YOU GIVE your customers the best buy on the market with wry 
Amplex Weatherproof Lamps. They're made of a special mois- 


tureproof hard glass that eliminates all failures due to climatic 


Myer Reisman Stanford Goldman 


conditions . . . assures dependably constant illumination . . . cuts ‘ ; 
e the Combined Jewish Appeal of Great 


replacement costs to a new low. er Boston, and is now serving as in- 
The R40 Floodlite shown above, has a pure silver reflector dustry co-chairman of the Israel 





lining hermetically sealed in ... assuring topmost reflecting bond drive in Boston. 


efficiency. All Amplex Weatherproofs feature the Amplock all- Mr. Goldman is exncative yong acne 
4 dent of the Commercial Electrical 


chanics: ase duar? Ee) Ve q ite i >S . . - 
mechanical base, guaranteed never to loosen despite the highest Company, electrical wholesaling firm 
lamp temperatures. of Toledo. He is a member of the 

For increased sales and greater customer satisfaction get full board of managers of the United 
information about Amplex Weatherproof Lamps. Write Amplex Jewish Fund of Toledo. Last year he 


Corporation, Dept. A-6, 111 Water Street, Brooklyn eo 4 the und. 


' ABC-Paramount Names 
e Two New Executives 
NEW YORK—In_ connection 
with the proposed merger of the 
a Be om American Broadcasting Company 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodli and United Paramount Theatres, 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, . "y - ‘f + ott 
Traffic Signal Lamps, Incandescent Lamps, Fluorescent Tubes, Display Accessories. Inc., Edward J. Noble, ABC chair- 


served as chairman for special gifts of 





man and Leonard H. Goldenson., 
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president ot United Paramount 
Theatres, announced recently two 
new officials of the proposed radio 
and television division of the new 
company. Robert H. O’Brien will be 
executive vice president of the radio 
and television division of the “Amer- 
ican Broadcasting-Paramount The- 
atres, Inc.,” and Robert W. Weitman 
will be vice president. The division 
will be headed, as president, by Rob 
ert E. Kintner, now president of 
ABC, 

The plan for merger of both com 
panies is subject to the approval of 
the board of directors of both com 
panies, the stockholders, and to the 
approval of the Federal Communi 


cations Commission 


Refrigeration Show Date 
Definitely Set For Fall 

WASHINGTON—To counteract 
any possible rumors to the contrary 
R. H. Israel, president of the Re 
frigeration Equipment Manufactur 
ers Association, told his colleagues 
at the annual meeting of the asso 
ciation that the 7th All-Industry Re 
frigeration and Air Conditioning Ex 
position will definitely be held as 
scheduled on the Navy Pier in Chi 
cago on November 5-8. 

“We anticipate no reason why the 
show should not be held,” Mr. Israel 
emphasized. “Space already sold 
equals that of the last All-Industry 
Exposition held at Atlantic City in 
1949.” 

At the 1949 show, nearly 10,000 
men identified with the refrigeration 
or air conditioning industry came 
from 43 states, Canada, and 22 fer- 
eign countries to see the latest de. 
velopments in refrigeration and air 
conditioning. 


Six Affiliates Become 
Departments of G.E. 

NEW YORK—Six manufacturing 
affiliates of the General Electric 
Company have become departments 
of the parent company, it was an 
nounced. recently by Ralph J. Cor 
diner, G.E. president. 

The affiliates are Carboloy Co., 
Inc., with headquarters in Detroit: 
General Electric X-Ray Corp., Mil 
waukee; Locke, Inc., Baltimore; 
Telechron, Inc., Ashland, Mass.; 
Monowatt, Inc., Providence, R. | 


FULL PROFIT MARGINS! 
FULL DELIVERIES. .. NOW! ong 


Amplex Swivelite sales are UP... UP.. .UP 


Swivelite Hood units in Mace Jones Furniture Store, Kansas City, Kansas, su 
plied by W. T. Foley Electrical Supply Co., Inc.; lighting layout by John Maultsby, 
Architect. 


GET full distributor's profits with Amplex Swivelites and 


full, prompt deliveries, too! What’s more, Amplex Swiveliteg 
are far and away the best buy for your customers. They're thé 
smartest-designed and most adaptable lighting fixtures the 
easiest and quickest to install — the most economical in service, 

Effective advertising, plus unique advantages that meet and 


beat competition, make Swivelite today’s fastest-growing line 





Ask about Swivelite distribution in your territory. 


Write Amplex Corporation, Dept. A-6, 
111 Water Street, Brooklyn 1, New York. 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeom Lomps. lites and Floodli industriol 
Infra-Red Heat Lomps, Vibration and Rough Service Lamps, Street lighting Lamps, 
Traffic Signal Lamps, Incandescent Lomps, Fivorescent Tubes, Display Accessories. 
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and The Trumbull Electric Mfg. Co.. 


J B C K fi N £9 im agate | Plainville, Conn. 
, In a letter to the company’s more 
ib : “2 - . n TS than 250,000 stockholders, Mr. Cor- 
Also a Complete Line of INDUSTRIAL REFLECTORS diner pointed out that the ery 


filiates will become G.E. depart- 
ments as “a part of the natural evo- 








lution of the company’s organiza- 
tion through the years.” 


8972-8974-8976 YARD LIGHTS 


“These six subsidiaries enjoy a 


Acceptance by Contractors | °° 


ind trade names in their respective 


and Users Puts Them in industries. As departments of the 
the BETTER Profyt Cass General Electric Company, they will 

es continue to operate under their pres- 
ent management and their products 
We can supply Yardlights of rigid design and Industrial will continue to be marketed under 


Reflectors made of one-piece heavy gauge steel, finished 
in three coats of Vitreous Porcelain Enamel. 


acceptance of their products 





their existing trade names,” the G.E. 
president said. 

Jackson Yardlights withstand wind and weather. They Carboloy Co., Inc., produces ce- 
are completely wired and assembled, and are of good mented carbides, under the trade 
quality—have good appearance and give the kind of 
service that builds business. Listed by U. L.—approved 
for R.E.A. installations. Write for full details. Prompt 
deliveries. 


mark “Carboloy,” as well as mag 
netic alloys, and other materials. 
G.E. X-Rays Corp. produces indus- 
trial and medical X-ray machines, 


SEND FOR CATALOG . .. Manufacturers of Reflectors @ Yard 
Lights @ Vapor proof units @ Weather proof Sockets 


electromedical apparatus and related 
accessories and supplies. Locke, Inc., 


SOID ONLY THROUGH DISTRIBUTORS at ee ‘ : 
manufactures ceramic products for 


JACKSON ELECTRICAL COMPANY |i iii iaietan 


eae :nt6 w. yal BeeERSTREt! ‘Lines ical and mechanical applications, 





and produces such metal products 





as pole-line hardware, suspension 
hardware and fittings and special 
hardware. Telechron, Inc., produces 
electric clocks for household, com- 


' For Dependable, mercial and advertising uses; radi 


timers, range timers, industrial tim- 
Hi h- Pressure ing devices and synchronous timing 

motors. Monowatt, Inc., manufac- 
tures wiring devices, cord wire and 
cable, industrial devices, cord sets, 
and others. The Trumbull Electric 
Mfg. Co. produces a variety of prod- 
ucts in the electrical control field, 
ranging from open knife switches to 


panelboards and switchboards, cir- 





cult breakers, distribution systems, 
theatre control panelboards, and 
others. 
Here’s a line especially designed for you to 
handle profitably. Each type of connector 
illustrated is UL approved for a large range i — 
of wires so that you will have only a few Miller Moves N.Y. Office 
sizes to stock. 
You can be proud to handle the famous maine . 
BLACKBURN Hi-Strength Line because it is NEW YORK 
“tops” in quality, and is priced right, too. fice of The Miller Company, manu 
Send for somples of any of these items and facturers of lighting equipment, has 
show them to your customers. 
JASPER BLACKBURN CORPORATION 
35 Madison St. © St. Lovis 6, Mo. * CEntral 3007 In addition to servicing the trade in 
’ | the metropolitan area, the office has 


Che New York of 


been moved to 33 West 42nd Street. 





been set up as a convenient point of 
contact for Miller field men, distrib 
utors and the trade in every section 
of the country where information is 
required from New York sources 


cooperating on local construction. 
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YOU MAKE FAST FRIENDS 
WHEN YOU RECOMMEND 
AND SELL 


PARAGON 


TIME SWITCHES 


Yes, you do your customers a favor and give 

them the best in service when you stock and 

sell Paragon Time Switches. Their reputation 
“BILLION Dollar Baby” Carol Reid for built-in quality, precision, accuracy and 
gets an approving glance from m.c. dependability guarantees maximum satisfac- peng ty 
Gordon Clarke as they go through tion and minimum trouble. 4 OFF” Time Switch for 
their skit dramatizing electric house- Available in a wide variety of types and use where two or four 
models .. . for indoor or outdoor applications operations per day are 
... there’s a dependable Paragon Time Switch required. mentary te 
to fit every need . .. backed by Paragon’s qual- re a cane. 
ity manufacturing — and by a sound, estab- SPST, SPDT and DPST 


lished jobber sales policy. models 


wares as year ’round gifts. Dramatiza- 
tion was presented by the Electric 
Housewares section of NEMA ar the 
NAED convention in Atlantic City. 








WORLD'S FOREMOST Makers of the Famous 
EXCLUSIVE “‘de-frost-it"’ for Domestic Refrigerators 


ASSOCIATION NEWS MANUFACTURER 
—on Paragon ELECTRIC COMPANY 


CHICAGO—Exhibitors at the Chi- | POR ALL USES 1630 TWELFTH STREET bi TWO RIVERS, WISCONSIN 


cago Electrical Industry Show were 
pleasantly surprised at the results 
of the affair which was sponsored 
by the Electric Association. Some 
registered astonishment at the 8,000 
contractors, engineers, industry 
chiefs, building industry men and 
other specialty groups which milled 
around the various booths during 
the course of the Industry Show. 





Exhibitor Expresses Opinion 
Typical of the feelings of dis 
players at the show was expressed 
by a veteran exhibitor, who stated, 
“This show is positively the best 


yet, because the committee suc- 
ceeded in getting the right kind of WA PITS IT Set’ 
people to attend it—all of whom 
were potential customers of the 


products displayed.” ab aati: Hangers 


DAVENPORT, IOWA—The illu FOR INSTANT .ALIGNMENT 


minating Engineering Society held a 
: — wt . . — At last you can get a Fixture Hanger that turns to any angle after being 
Midwestern Regional Conference re- poe to an outet Sen. Although base and receptacle remain stationary, 
yj th Hote 3lackhawk in ange: arms may turned to align with any preconceived lighting plan 
cently “ © - el t ha Exclusive Friction Ring firmly holds fixture in selected position. Sane 
this city. Industrial lighting was the screws on to 3%" or 4” outlet boxes, no other fastening necessary. Fur- 
Res . ey a nished pl ith ptacie, two 5‘ chains, hooks and cord clips. Also 
principal theme of the conference. qostiebte Ce) bushed hole only, or with 3 wire solid ground receptacle 
le Ss ale ation: a2 riction-Set Hangers are approved by the Underwriters’ Laboratories. 
Walter Sturrock, national presi SGdiemschan taki es Ges aetememetam dat eee 

dent of the society, appeared on the 


program the opening day and spoke SIMPLET ELECTRIC O10). 827-0. Y 


on the subject “Where Do We ~7 
Serve Today?” An _ outstanding 
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group of speakers followed Mr. Stur 
rock during the course of the con 
ference. 
Berlon C. Cooper, Eastern Editor 
Electrical Construction and Mainte 
nance, was the principal speaker at 
a joint dinner meeting of the Mid 
western Regional Conference of the 
Illuminating Engineering Society 
and the Electrical Institute of the 
Tri-Cities. The dinner-meeting was 
part of the conference program, The 
title of Mr. Cooper's address was 
“The Electrical Industry’s Place in 
° Lighting For Production and Mo- 
Faster lastattation! bilization ; . New Frontiers in 
; ° al oles 1n x sides pro- - 
Nails to Studding vide fast, easy invtalionen. cAgnting 
Evenly, Accurately, Saves money by eliminating 


in a Matter che hestapneeadlien KANSAS CITY—Miss Frances At 

of Seconds ie ° min, Director of Consumer Educa 
Perfect Aligament! tion, National Adequate Wiring Bu- 
3 nubs facing outward on eau. described the advantages of 
each side of box prevent box ew a a Wit 
from tilting. First nub is 7/” 
from front of box to permit 
adjustment for wallboard or 
plaster. 


adequate wiring in every segment of 
the electrical industry at a recent 
meeting of the Electrical Association 
held in the Kansas City Power & 
Light Building 

Miss Armin told her audience that 
the electrical industry does not be- 


Write for descriptive lieve its own promotional advertis- 


price sheet No. A-1-a ing, that electrical equipment is 


looked upon as a luxury instead of 
a necessity. To discount this theory, 


Miss Armin cited a recent survey in 


FE af d Ti e t | | a midwestern city in which four de- 
0 r 0 e@ r n I HA e 0 n r 0 grees of adequate electrical living, 
Thrift, Budget, Ideal, and Deluxe, 
46 99 e were tested to see if adequacy will 
see e 0 e | y eliance make them use more electricity. The 
d Budget home was the home making 
the greatest use of the electrical 

equipment. 
@ The Reliance “Model W” is simple in Additional surveys show that the 
design, economical, and thoroughly de- home which is adequately wired will 
pendable. Available in three types, this ; : purchase greater numbers of small 
modern Reliance Switch covers practically cet Fi appliances than homes inadequately 
every time control requirement. Heavy con- ae wired. “Nothing else in the home is 
tacts are of pure silver and the entire = used as much as electricity,” Miss 
switch is approved by Underwriters’ Lab- ’ ' Armin said. “It would seem that con- 
oratories for 30 Amperes at 125/250 volts. ; ; ' | sumer education and promotion are 


Reduction gears of the synchronous motor SSeS. needed if our customers, and we, 


run in oil and the housing is sealed for , ; are to get everything coming to us 

lifetime lubrication. Constructed through- “i from electrical living.” 

out of the very best materials, the “Model : 

W” is built to the high standards of quality 

maintained for forty years in the Reliance ~ MILWAUKEE—tThe proposed 15 

line. For complete information, write— percent increase of federal excise 

yer 4 : phage ta LIGHTING taxes on radios, television sets and 

AD. ead Street, Racine, Wisconsin. refrigerators has prompted the Wis- 
consin Radio, Refrigeration & Appli- 
ance Association to strike out vigor- 


\ \ ously against the proposal. The asso- 
‘ ciation has asked its members, all 
\ retail and wholesale dealers of ap- 
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pliances directly affected by the pro- 
posed increase, to write letters of 
protest to the Wisconsin member of 
the Ways and Means Committee, to 
the two senators from Wisconsin, 
and to nine members of the House 
of Representatives from Wisconsin. 

Unless strong protest is made to 
the legislators to register justified 
opposition to the pending bill, the 
association feeis that there is serious 
danger that Congress may pass the 
legislation. 


League Visits TV Station 


Elsewhere in the city, an interesting 
tour of television station WTMJ-TV 
was recently taken by members and 
guests of the Electrical League of 
Milwaukee. The tour was a complete 
one, as the party heard several 
speakers give interesting talks on 
television besides being shown all 
around the station. During the 
course of the tour the group wit- 
nessed the final dress rehearsal and 
actual telecast of a TV show orig- 
inating from the station. 


MINNEAPOLIS—tThe North Cen- 
tral Electrical Industries Associa- 
tion is keeping its members well 
informed on regulations coming 
from Washington that will have a 
decided effect on their business. The 
association's bulletin “Trade Infor- 
mation” keeps pace with Price Sta- 
bilization Regulations, and offers an 
authoratative summary and review 
of the major points of the regula- 
tions, and how it affects the in- 
dustry. 


OGDEN, UTAH—The recent Elec- 
trical Exposition in this city won 
praise from all who had the oppor- 
tunity to wander through the array 
of white enameled appliances shown 
in the White City ballroom. 

Afternoon cooking and freezer 
schools conducted by Dr. Ethelyn 
O. Greaves, dean of home economics 
at the Utah State Agricultural Col- 
lege and Miss Evelyn Hansen, di- 
rector of the home service depart- 
ment of the Utah Power & Light 
Company, were held. Many prizes 
were given for contest winners and 
drawings during tie two-day show. 
Attendance at each class numbered 
nearly 500 persons. 
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CLUSTER 
FLOODS AND 
POST LIGHT 


EACH OF THESE MULTI 


UNITS IS MANUFAC- 


TURED OF QUALITY 
MATERIAL TO GIVE THE 


LASTING SATISFACTION 


ELECTRIC MFG. INC. 


4223 W. LAKE ST., CHICAGO 24 


REQUIRED IN ITS 
APPLICATION. 


FULLY DESCRIBED IN 
SPECIAL BULLETIN “G” 


SEND FOR YOUR COPY. 








M 


a savings in time and money Your i 
stallation requirements can be filled rig 
from the items shown in the M. & VY 


HEX NUT CONNECTOR for 
SERVICE ENTRANCE CABLE 


Tapered rubber bushing provides tighter seal around cable. 
Locking device keeps bushings from turning when being tightened. 
Uses compound to seal rubber bushing from atmosphere for per- 


manent seal. 

Alse furnished in compound filled — 
% oval cable. 

& W. Electrical Fittings can_ provide 

n 

ht 

LY 


catalog—-and you'll find they are designed 


for 


speedy installation, 


The M. & W. ELECT 


EAST PALES 


a single fitting taking % to 


@ GROUND CLAMPS 

@ SERVICE HEADS 

@ SERVICE ENTRANCE KITS 
@ CONNECTORS 


RIC MFG. CO., Inc. 


TINE OHIO 

















Open back models designed for 
simple bracket mounting on strap 
or chassis. 





Enclosed back with adapter plate 
suitable for direct mounting on a 
4” round ot octagonal bex. 





¢ 





ef 
Enclosed beck with terminal block 
for screw connections. 


Oi) 











By the ORIGINATORS of UNDERDOME Bells 
“Slow stroke” action plus patra vibration of 
bell shell results in a greater sound carrying power 
and clear, distinctive tone greatly superior to the 
buzzer-like action of ordinary bells. Only one mov- 
ing part (the plunger) minimizes wear. Polarized 
.. + Mo contacts to spark, arc, stick or wear. 21/2 
or 3” diameters, for operation on standard A.C. 
voltages; with adapter plate for mounting on 
standard outlet boxes. Also available in a variety 
of mounting arrangements and finishes for use as 
components on original equipment. Write for 
literature MB4 
Sold through Electrical Wholesalers 


mf #4 } SIGNALS 
{ ig 
LA fava: 


See 22 








"GENERAL @® ELECTRIC 


SWITCHES 


TYPE 
T-27 
‘Handles almost 
_ any. timing job. 
TYPE 
1-47 
Inexpensive, ef- 
ficient control. 


Assure your cus- 

tomers of the fin- 

est in timing devices. Stock 

General Electric time switches. For 
details on the new discount schedule 
and improved exchange plan, con- 
tact your local G-E apparatus office. 
General Electric Co., Schenectady 5; N. Y. 


603-123 








| RICHMOND, VA.—The Electrical 


Manufacturers’ Representatives of 
Virginia brushed aside all thoughts 
of work recently and had a full day’s 
outing of golf, relaxation, and fun at 
Monacan Hills Country Club near 
Richmond. The affair was the First 


| Annual EMROVA Golf Outing 


sponsored by the association. All 
electrical industrials were invited to 
attend, and the day’s outing was 
topped off with a steak dinner. The 
lucky ones received prizes, offered 
to encourage friendly competition 
around the course. 


YOUNGSTOWN, OHIO—Frank- 
lyn Dickinson, general superintend- 
ent of industrial development, Ohio 
Edison Co. of Akron, was the prin- 
cipal speaker at the weekly meeting 
of the Electrical League of Eastern 
Ohio. Mr. Dickinson represented his 
company as a part of the planned 
program the league is carrying 
through in assigning various firms 
to provide weekly programs for the 
sessions. The subject of Mr. Dickin- 
son’s talk was “Industrial Develop- 
ment In The Youngstown Area.” 
Moock Electric Supply Co., Gen- 
eral Electric Co., Lamp Department, 
Hood Electric Co., and Graybar 
Electric Co. also presented programs 


at the weekly meetings. 


Joint Meeting Held 


At another meeting A. E. Lillquist, 
supervising engineer, Cutler-Ham- 
mer, Inc., Milwaukee, Wisconsin, 
spoke before the Electrical Mainte- 
nance Engineers Association on the 
topic, “Lifting Magnets—Their Care 
and Maintenance.” The meeting was 
held in cooperation with the Elec- 
trical League of Eastern Ohio as a 
part of both organizations’ program 
for intelligent development and ap- 
plication of electrical equipment. 

Mr. Lillquist is widely acquainted 
in industry, particularly in the steel 
mills. He is in charge of design and 
application work on _ magnetic 
brakes, magnetic clutches, lifting 
magnets, and related equipment. In 
addition to numerous field trips in 
connection with his field work at 
Cutler-Hammer, Mr. Lillquist is a 
frequent speaker before electrical 
and maintenance groups. 

A U. of Wisconsin alumnus, Mr. 
Lillquist started with Cutler-Hammer 


in 1927. 
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MORE FACTS 
ON PRODUCTS 


A C Relays—Ward Leonard Elec- 
tric Co., 31 South Street, Mount 
Vernon, New York, has _ issued 
Bulletin 401 on a new ac voltage 
sensitive relay—power type. This 
bulletin describes the features, appli- 
cations, general description, princi- 
ples of operation, characteristics, 
and dimensions of the standard Bul- 
letin 401 relays. 


een a? ELECTRICAL WHOLESALING 


menti n 


Air Handling Equipment — The 
equipment needed to do a job of 
air conditioning is covered in a 16- 
page catalog available from Westing- 
house Electric Corp. Covered in the 
catalog are: hermetically-sealed 
compressors, condensers, water 
coolers, heating coils, cooling coils, 
air handling units, heating and venti- 
lating units, air washers, filter wash- 
ers, industrial heaters, centrifugal 
fans, industrial fans, and inlet vane 
control assemblies. Catalog SA-6692 
was released by Westinghouse Elec- 
tric Corp., Sturtevant Division, 200 
Readville St., Hyde Park, Boston 36, 
Mass. 
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Farm Lighting Equipment — The 
Steber Manufacturing Company, 
Broadview, Illinois, has issued a new 
catalog bulletin describing its line of 


FLUX 


FOR 
SOLDERING-BRAZING 
WELDING 


L. B. ALLEN CO., Inc 
6701 BREN MAWR AYE 
CHICAGO 31, ILL. 





| SOMETHING NFWe 
i? ie OUTLET BOXES 





Pat. opplied for 


Catalog No. 9-OX, 4” octagon, 
bevel corner outlet box, 142” deep, 
for non-metallic sheathed cable. 
Readily accommodates cable 
coming in from back or side. The THE. Austin Company 


| Write for Information and Prices 


NORTHBROOK ILLINOIS 


te 


i = FANS 


COMPLETE CATALOG OF FANS AND, 
BLOWERS ON REQUEST 
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iF YOU HAVE A 


SPECIAL INTERCOM 
PROBLEM... 


CHvEes 


WHEELER 


Sound Powered 
TELEPHONES 


e 
NO BATTERIES 


e 
NO OUTSIDE POWER 


® 
NO ELECTRICAL HAZARD 


e 
NO MAINTENANCE 


Operates just like any other tele- 
phone...clear, distortion-free two-way 
conversation. The voice itself gener- 
ates current for transmission. Tested 
and proved through years of success- 
ful industrial, commercial and military 
service. Available as standard and 
special high level handsets, pair 
phone, master phone and multiple 
station systems. Ringing or visual call 
signals. Special adaptations and var- 
iations to meet your needs. Write us 
for literature and recommendations. 

Available through national dis- 
tributors such as G. E. Supply, West- 
inghouse Electric Supply, Allied Radio 
or your independent electrical or 
electronic jobber. 


™ WHEELER 


INSULATED WIRE CO., Inc. 
Division of the Sperry Corp 
1105 EAST AURORA ST. 
WATERBURY 20, CONN. 


farm lighting equipment. The bulle 
tin illustrates the different types of 
lighting fixtures and their uses on 
the farm. It also describes yardlight 
fittings and glass enclosed lighting 
units. Copy of this new bulletin, No 
122-51, can be had by addressing the 


manufacturer 


when writes ELECTRICAL WHOLESALING 


Chrome Plating Unit—Bulletin IC 
20 describes and illustrates the fea- 
tures, Operation and applications of 
industrial hard chrome plating unit 
for industrial steels, cast irons, and 
most non-ferrous metals. The bulle 
Ward Leonard 
Electric Company, 31 South Street, 


Mount Vernon, N. Y, 


tin is distributed by 


when we!" ELECTRICAL WHOLESALING 


Connectors and Installation Tools— 
Designated as Catalog Y53, a 24 
page publication dealing with elec- 
trical connectors and _ installation 
tools has been released by Burndy 
Engineering Co., Inc. The catalog 
contains a comprehensive, illustrated 
listing of connectors and installation 
tools for all industrial, manutactur 
ing and aircraft use, and also full in 
structions for selecting the connec 
tors and tools. Burndy Engineering 
Co., Inc., New York 54, N. Y., or 
Burndy Canada, Ltd., Toronto 8. 


Canada. 


i ieraton 2 ELECTRICAL WHOLESALING 


Explosion-Proof Bells—New four 
page bulletin EP-4 features manu- 
facturer’s line of explosion-proof 








MANUFACTURER’S 
REPRESENTATIVE 


Provides well organized coverage of eleven 
(eastern) (northeastern) states. Contact 200 
best electrical and hardware distributors 
only. Present lines well represented through- 
out the territory and main jobs consist of 
training jobbers to increase sales through 
their salesmen and dealers. Interested in 
one additional product. (Prefer midwestern 
manufacturer) 


FRENCH-VAN BREEMS, INC. 
375 FAIRFIELD AVENUE 
STAMFORD, CONNECTICUT 








WHEN THEY ASK FOR 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Let them heft it, feel its strength and 
durabi'ity—try its simple, closely spaced ad- 
justments— see its longer wearing feature of 
no wear on the joint bolt. Channellock pliers 
are produced by Champion DeArment, long 
recognized as a maker of highest quality tools. 


No other product can offer the advantages 
of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock—and you'll 
sell ‘Em 


And remember, Channellock pliers are 


made ONLY by Champion DeArment. Send 
for Catalog D10 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pe. 
Channellock plrers are listed m the 
Yellow Pages of most Telephone 
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FRICID 


offers a 


COMPLETE 


‘ \- 


¥ iN | axe): 
\ a” FANS 


Frigid’ Economy ond Heavy Dvty 
Belt Driven Attic & Industrial Fons 
Quiet Operation. For Upright or 








Runs on 3 Quiet Speeds. 
some golden tan finish. Sturdy ond 
Safe. Low Price. 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
and back. Acts at exheust fan—then 
et the flick of a switch becomes 
on intake fon. Hammertone finish. 
Simple Installation 


. Electrically Reversible, thin 
streamlined beauty. From an ex- 
heust fan te an intake fan at the 
mere flick of a switch. Operates 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Square Frame Heavy Duty Quiet 
Exhoust Fon — 4 Blade Aluminum 
Propeller, Welded Steel Frames. 
G.E. Motors 





bells as a first line of defense against 
atmospheric hazards. It describes op 
erational and contructional features 
design and assembly detail. Bulletin 
also illustrates various tvpes ot bells 
with sectional Signal Engi 
neering & Mig. Co., 154 W. 14th 
Street, New York 11, N. Y. 


views 
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Instrument Transformers—A fully 
illustrated, 93-page brochure, GEA 
4626, supplying pertinent buying in 
formation on instrument transform 
ers, has been made available by the 
General Electric Company's meter 
and instrument divisions. The publi 
cation is divided into sections which 
offer technical data on indoor and 
outdoor potential transformers, cut 
rent transformers, metering outfits 
potential and current portable trans 
formers. Listings of ratio and phase 
angle tests, coupled with tables cov 
ering the mechanical and thermal 
limits of current transformers, round 


out the balance of the brochure 
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Lighting Services—A 24-page report 
titled Nation's 
Welfare,” has been prepared by the 


“Lighting and the 


National Information Committee on 


Lighting. It summarizes the vital 


present-day services of illumination 
in American industrial production 
in public safety, in research and edu 
cation, and in government. The re 
port is broken down into five sec 
tions production lighting, office 
lighting, protective lighting, public 
safety lighting and education light 


ing. The report is available at 15 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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White 

hor better sight 
and betten Light 
have you seen 


our doublespread 


on pages 12 and 13? 
DON'T MISS IT! 


IGHTING 


THE EQWIN F. GUTH COMPANY + ST. LOUIS 3, MiSSeNRI 


» ee om Lgltg france 1902 





Selling private phone systems 
can be easy and profitable when 
technical advice shows the way. 
That’s why leading wholesalers 
make a habit of calling in the 
**Couch Man” the minute tele- 
phones enter the picture. They 
know from experience that here’s 
one representative who is readily 
available ...and has all the answers. 

If you are up to your 
ears in a phone problem now 
— or are expecting to be 
soon — get in touch with 
Couch right away. 

Couch Systems available 
for 2 to 50 lines 

TYPE 52 
Wall handset 
with four buttons. 
Suitable for small 
selective signalling systems. 





COUCH AUTOPHONE SYSTEM 


- +. with 


| 


cents per copy in quantities of 100, 
and 10 cents per copy in quantities 
of 500 or more. Single copies are 
available at 25 cents each. Requests 
should be addressed to the National 
| Information Committee on Lighting, 
| 1410 Tower, Cleveland, 
Ohio. 


Terminal 
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mention 


Motor Controls—A new edition of 
the Allen-Bradley Handy Catalog on 
motor controls has just been an- 
nounced by the manufacturer. This 
illustrated catalog, now in its fifth 
edition, contains 92 pages of con- 
densed information, dimensions, and 
prices of the more popular items in 


the company’s line. In addition to 





the index page on the A-B motor 
| controls, the catalog contains a spe- 
cial ac and de index along the mar- 

gins of each page. Requests for a 
copy of this catalog, written on com- 
be sent to 
Milwaukee, 


should 
Co., 


pany letterhead, 
the Allen-Bradley 


Wisc. 
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Replacement Heating Unit—A 20- 
page manual No. 5 has just been 
issued by the manufacturer giving 
complete information on its new 
cooking unit line. The cooking unit 
has recently been revised so that 
units on any range can be easily re- 
placed by stocking four basic units 
and nine drip pans. The booklet 
contains full data on manufacturer's 
units of electric water heaters as 
well, and has eight pages of tables 
and listings along with complete in- 


formation on how to handle remod- 


|OR-“IT’S A SURE SALE 


| plimentary letter 
| an electronics man- 
| previously bought 
| 3-Wire Polarized 


| Armored Cap—with 
| cord clamp. Also 





SALES ENGINEER WANTED 


| Manufacturer of Renewable Cartridge Fuses 
| cnd other electrical products desires the 





“My Day as an 
Electrical Wholesaler” 


wre RODALE” 
by 


Tom Burns 











“My customers have been 
thanking me for telling 


| them about RODALE’s 


new TURN-TYTE Inter- 


| locking Devices. Of 


course they appreciate their precision 


| manufacture and top-quality materials, 


but best of all, they like the fact that 


| they’re INTERCHANGEABLE with 


similar makes now in use. All UL, they 
lock with just a slight turn. 


| “Early today, for instance, a contractor cus- 


tomer called to say how satisfied he was 
with the new TURN- 
TYTE 3-Wire Cord 
Connector Body he 
used for a recent in- 
stallation job. Con- 
sisting of two pieces 
of molded bakelite, it 
has an armored base 
and cord clamp. 
Bronze contacts 
mounted on brass 
terminals assure posi- 
tive heat-free con- 
ductivity. Straps and armor are coated to 











Cat. No. 3100 





| resist rust and corrosion. Available in 10-15 
| amps and 20 amps. 





“A little later, the 
mail brought a com- 


and re-order from 
ufacturer who had 


the TuRN-TYTE ? 
Cat. No. 1036 











made of molded bakelite . . . with brass 


| blades and terminals. In 10-15 amps and 
| 20 amps. 
| “Just before closing, Railway Express de- 





livered my order— 
teal prompt service, 
by the way—of the 
new TURN-TYTE 
Polarized Single 
Receptacle. This 
molded bakelite de- 
vice accommodates 
standard single out- 
let plates. Available 
in 10-15 amps and 
20 amps. 


“Have YOU discov- 





Cot. No. 1075 ered how RODALE’sS 





simplified 

dialing ast 

30 or SO line systems . . . “one shot” 
dialing saves time, eliminates manually 
operated switchboard . . . simple, rugged, 
inexpensive. 


| services of experienced sales engineer as | | TURN-T 

| nucleus of national sales ization. ‘ — lig Sig 
| Nile aka | Interlocking Devices can pay you divi- 
| dends...in increased sales and profits... 
| greater customer satisfaction? Write Dept. 
| EW-7 for full details.” 





Experience in 
necessary. 


selling Renewable Fuses 


Excellent opportunity for successful man 
who can build an aggressive sales division. 
Car necessary. 











mn m4 


UCH co.. inc. 


Submit complete resume of education, past 
experience and other pertinent information. 


Box 9837, Electrical Wholesaling 


330 W. 42nd Strect, New York, N. Y. 


No. Quincy 71, 


Private Weheghones for Home and Qttco Seinal 
Signaling fem... tment $e jephone 4 
Rdsiibense «Fire Alarm Systems for Industriel Plants 
aed Public Buildings. 


Mass. 
Hospital 
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push =KEIL= 
buttons 


BEST salesman 
you ever had! ... with 21 dif- 
ferent push bettons for every 
need. If you have TRINE’S DN 
= Senior Display, make sure you @ 
— keep it selling for you. 
Or get the Display 
Deal (#58) right away. 


ACTUAL 

3 SIZE 

¢ 22V4""15S 4" 
21 ITEMS DISPLAYED 
21 assorted push buttons mounted on a 
sturdy 3/16” thick display panel with 
easel for standing and eyelets for hanging. 
Colorful—eye-catching white, orange, and 
brown. 
37 PIECES FOR STOCK 
Working stock includes one, two or four 
of each item displayed, packed in individ- 
ual printed boxes. All packed in a labeled 
shipping carton with display. Gross 
weight: 7 Ib. 6 oz. 
Write for catalog sheets and samples 

Kail) | MFG. CORP. 


NEW YORK 6!, N.Y. 


ernization business. Installation in- 
structions and data on sales aids are 
also covered in separate sections. 
Free copies may be obtained by writ- 
ing to Tuttle & Kift, Inc., 1823 N. 
Monitor Ave., Chicago 39, III. 
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Slimline Lamps—New 12-page illus- 
trated booklet describes features of 
the manufacturer's line of slimline 
fluorescent lamps. Featured in the 
booklet 1b-192 are triple-coil cath- 
ode, the shielded cathode, the 
treated exhaust tube, and aluminum 
bases. The publication also outlines 
10 basic advantages of slimlines over 
fluorescent lamps. Copies are avail- 
able through the General Electric 
Lamp Department’s Inquiry Bureau 
at Nela Park, Cleveland, Ohio. 


Telephone Cables — The electrical 
wire and cable department of the 
United States Rubber Co. recently 
published a new catalog on specifica- 
tions and engineering characteristics 
of latex insulated telephone cables. 
Statistics on capacity and power fac- 
tors, transmission characteristics, 
aging, tensile strength, resistance and 
constructions are included. A special 
section is devoted to a new cable 
splicing housing developed by U. S. 
Rubber engineers. The booklet is 
available from the department's 
headquarters at Rockefeller Center, 
New York 20, N. Y. 











ELECTRICAL 
LINES WANTED 


New York, New Jersey, Penna. 
Manufacturers representative with 
dynamic sales force calling on elec- 
trical wholesalers, contractors, en- 
gineers, architects, and purchasing 
agents. Complete office staff. Ware- 
house space available. 


RA 9663 Electrical Wholesaling 
330 W. 42nd Street 
New York 18, N.Y. 
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Announcing 


THE ALL NEW 
TRADE-WIiND 
TWIN WHEEL 
300 cfm CLIPPER 
VENTILATOR 


Model 1501 is packed with 
features * Sensationally 
priced « Now in production 


DUAL WHEELS 
FITS IN 8-INCH JOIST SPACE 
FULL 300 CFM — CERTIFIED 
EXTRA QUIET OPERATION 
EASIER TO INSTALL 
INTERCHANGEABLE DISCHARGE 
SIMPLIFIED CONSTRUCTION 
STANDARD 3%," x 10” 
FURNACE DUCT 


For the first time Trade-Wind offers a 
twin wheel ceiling ventilator with in- 
terchangeable discharge that develops 
a full, certified 300 CFM, yet is priced 
competitively with ordinary ventilators. 
Equally important to you, Model 1501 
is now in production and deliveries al 
ready are being made. 


Write or wire us today for the com 
plete story on the biggest ventilator 
value in 1951. Mail handy coupon nou 
; “Trade-Wind Motorfons, Inc. 
5721 S. Main St. 
Los Angeles 37, Calif. 
Please rush your Bulletin 625 on the 
all new Model 1501 Trade-Wind 


Clipper. 
NAME 





ADDRESS ___ 





UNIVERSAL 
PORCELAIN 
INSULATORS 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 





ADVERTISERS’ INDEX 


Accurate Mfg. Co. 

Acme Electrie Corp. 

Adam Electric Co., Frank 

Advance Transformer Co. 

Allen Co., Ine., L. B. 

American Brass Co., The Ameri- 
ean Metal Hose Branch 

American Steel & Wire Co. 

Amplex Corp. 

Anaconda Wire & Cable Co. 

Appleton Electric Co. 

Appleton Rubber Co., Inc. 

Arrow-Hart & Hegeman Electric 
Co., The : 

Atlantic Conduit Fittings Co. 

Austin Co., The M. B. 

Auth Electric Co., Ine. 


120, 


Blackburn Prod. Corp., 


Jasper 39, 


Blackhawk Industries 
Blackhawk Mfg. Co. 
Buffalo Forge Co. ee 
BullDog Electric Prod. Co. 

Bussmann Mfg. Co. 


Certified Ballast Mfrs. 
Champion DeArment Tool Co. 
Champion Lamp Works 
Circulators & Devices Mfg. Corp. 
Clark Controller Co., The 
Compceo Corp. 
Conduit Nipple Mfg. Co. Div. of 
Pittsburgh Nipple Works, Inc. 
Conduit Pipe Products Co. 
Couch Co., Ine., S. H. 
Crescent Ins. Wire & Cable Co. 
Curtis Lighting, Inc. 
Cutler-Hammer, Ine. 


Economy Fuse & Mfg. Co. 
Edwards Co., Ine. 


Electro-Compound Co, 


Federal Elec. Prod. Co. 
French-Van Breems, Ine. 
Fullman Mfg. Co. 


Garden City Plating & Mfg. Co. 
General Electric Co. 

Apparatus Dept. .. 

Lamp Dept. 

Great Western Fuse Division 
Titeflex, Ine. es 
Guth Co., The Edwin F. 12, 13, 

Hazard Ins. Wire Works Div. 


IHinois Elec. Porcelain Co. 


Jackson Electrical Co. 
Jefferson Electric Co. 
Killark Elec. Mfg. Co. 
Knox Porcelain Corp. 


Krueger & Hudepohl 


48, 64a, 64b 


Fourth Cover 


Leader Electric Co. 


M & W Elec. Mfg. Co., Inc., The 

McGraw-Hill Pre-filed Electrical 
Catalogs ; 

Midwest Electric Mfg. Co. 


Minneapolis-Honeywell Regulator Ls 
96, 97 


Co. se 
Mitchell Mfg. Co. 
Monarch Fuse Co., Ltd. 
Multi Elec. Mfg., Inc. 
Murray Mfg. Corp. 


114 
123 
30 


Okonite Company 


Paine Co., The 

Paragon Elec. Co. .. 

Pass & Seymour, Inc. .. 
Plymouth Rubber Co., Inc. 


118 
27 
115 
114 
29 


Pyle-National Co., The 


Reliance Automatic Lighting Co. 
Republic Steel Corp. 

Revere Elec. Mfg. Co. 

Ridge Tool Co., The 

Rodale Mfg. Co., Inc. 
Roll-A-Reel 


Royal Electric Co., Inc. 


46 
124 
26 
125 
38 
113 


125° Sherman Mfg. Co., H. B. 

23 = Signal Eng. & Mfg. Co. 

126 Simplet Electric Co. 
Slater Elec. & Mfg. Co. 
Spang-Chalfant (Div. of The 

National Supply Co.) .% 

Square D Co. 
Standard Elec. Mfg. Co. 
Steel & Tubes Div. 
Superior Porcelain Co. .. 


National Electric Prod. Corp. 52, 


Second Cover 


121 


104 
34 


15 


107 


121 
14 


53 


113 


106 
119 
109 


Third Cover 


50 


120 

35 
102 
103 
126 
109 

24 


110 
122 
119 
100 


20 


4, 58 


123 
35 


111 


Sylvania Electric Products, Inc. 9, 107 


Thomas & Betts Co., Inc., The. 

Tomic Sales Eng. Co. 

Trade-Wind Motorfans, Inc. 

Triangle Conduit 
Inc. 

Trine Mfg. Corp. 

Trumbull Electric Co. 


Union Insulating Co. 

United States Rubber Co. 
United States Steel Corp. 
Universal Clay Prod. Co., The 


113 


les Van Cleef Bros., Inc. 


Vulcan Electric Co. 
118 
111) Ware Fuse Corp. 
Weaver Co., J. A. 
25 Western Insulated Wire Co. 
105 Wheeler Insulated Wire Co. 
112 Wiremeld Co., The 


ELECTRICAL WHOLESALING—June, 


& Cable Co., 





SLIPKNOT The pedigreed 
tape. Largest selling brand of 
friction tape. Always dependable. 


P.R. SPLICING COMPOUND The 
- Ss PLYMOUTH RUBBER COMPANY Inc 


splice that can be used on any electrical job. CANTON. MASS 


Sold Only 
Through 
Recognized 
MIM Uaten are Wholesalers 


CANTON, MASS.USA 


¥ 
> 
My 
< 
¢ 
y 
t 
¢ 
A 
0 
y 
re] 
y 
d 


PLYMOUTH RUABEEA LO. 


PLYMOUTH PLASTIC ELECTRICAL TAPE 
The outstanding plastic electrical tape — higher 


in dielectric strength. Tough — Neat — Economical. 





PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 








400 Amp. Ordinary Fuses 
Required Switches Too Big 
For Our Space .--- But 
_FUSETRON Es sinment FUSES 
> +, 200 Amp. Switches 
Left Us Room to SPARE.” 


oy Z. Dauidsow Chiet Elec § 





Gustin-Bo x 0 ty. Kans 


“When we_ were revamping 
five 3 phase 220 yolt motor cit- 
cuits, each feeding a 25h. p. an 
a 15h. p. motor, at our Fairfax 
plant—we found we were short 
of room for the 400 amp main 
witches required by ordinary 
fuses. 

“By changing to Fusetron dual- 
element fuses, however, we were 








able to use 200 amp. switches 
and have room to spare- 





SPACE SAVERS . 
A Tip to Top Sales 
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“The installation has proved very satisfactory, 
and in addition; we get better protection because 
the motorsare fused nearer to the operating load.” 


You Get 10 POINT PROTECTION 
by changing to 


Fusetronefuses 


*Protect against short-circuits. 

2 Protect against needless blows caused by 
harmless overloads. 

3 Protect against needless blows caused by 
excessive heating — lesser resistance results 
in much cooler operation. 

Provide thermal protection — for panels 
and switches against damage from heating 
due to poor contact. 
Protect motors against burnout from over: 
loading. 

Protect motors against burnout due to single 
phasing. 

Give DOUBLE burnout protection to large 
motors — without extra Cost. 

Make protection of small motors simple and 
inexpensive. 

9 Protect against W aste of space and money 
permit use of proper size switches and panels. 

10 Protect coils, transformers and_ solenoids 

against burnout. 


@Fusetron Fuses have high interruprns capacit 
tests of the Electric al Testing L aboratories of New York City 


DON’T RISK LOSSES! 

One needless shut down, one lost motor, one 
destroyed panel or switch, one burne 
out solenoid— May cost you more than 
replacing every ordinary fuse with a 
FUSETRON dual-element fuse. 


BUSSMANN MEG. CO., 
Division of McGraw Electric Co. 
University at Jefferson St. Louis 7, Mo. 


y as shown by 


TrusTWwORTHY NAMES IN 
ELECTRICAL PROTECTION 








